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NADAEXPECTS RECORD TURNOUT 


Roosevelt Seeks Ford View on Stabilization 


Sparks 


Jesse James Again 
Brave Words 
Man of the Hour 
Valpey Leaves Graham 
So te 


By 


Chris Sinsabaugh 


“47OUR MONEY or Your Job” 

is the latest phase of labor 
unrest in the motor capital and 
its environs. At Flint UAW mem- 
bers apparently got out of hand, 
made desperate, perhaps, because 
of loss of enthusiasm for the 
cause and hard sledding collect- 
ing dues. So taking a leaf out of 
the book of Jesse James, pickets 
barred from going tO work fion- 
union workmen and workmen who 
were delinquent in paying dues. 
As a result Fisher Body and 
Buick were so short-handed that 
production was suspended. 

* * * 


I CANNOT help but admire the | 


firm stand taken by William S. 
Knudsen, whose edict promptly 


squelched what promised to be a'| 


most embarrassing situation. 
While his statement has been 
broadcast from coast to coast, yet 
I feel that reiteration will make 
the industry appreciate the more 
the manner in which Knudsen 
handled the situation. 

“Men can work in our plants 
whether they belong to the union 
or not,” said the president of 
General Motors. “The agreement 


(with UAW) expressly states that | 


there shall be no coercion or in- 
timidation of any kind. The cor- 
poration will take the only way 
of meeting this latest breach of 
faith by the union, namely, re- 
main closed until the practice has 
been stopped.” 

Brave words, those, and they 
were most effectual. UAW’s high 
command went into reverse and 
the intimidation ceased. Again the 
assembly lines are working. 

* * * 

ALSO WE of the automobile 
world are anticipating much good 
coming out of the conference at 
the White House next Wednesday 
when President Roosevelt will 
confer with Henry Ford, whom 
he has invited to sit across the 
table from him and discuss a plan 
of stabilization of production in 
the automobile industry. 

While no statement has come 
from Dearborn on the subject, 
Washington critics say that Henry 

, Ford is the man of the hour. 
These same observers apparently 
reflect the White House thinking 
as to the value of the Ford phil- 
osophy. They even go as far as to 
declare that the President had 
been requested by both General 
Motors and Chrysler to invite 
Ford to talk to Roosevelt. And 
they also say that Walter Chrys- 


(Continued on Page 15, Col. 1) 


May 


Annual Pay Plan 


Automotive Leaders Feel 
Ford May Point Way 
to Recovery 





By Howard Hallas 
Associate Editor, ADN 

DETROIT.—With the re- 
covery of the automobile 
industry the key to national 
business recovery, President 
Roosevelt is expected to ask 
Henry Ford, in a White House 
conference next Wednesday, for 
a plan to stabilize production 
within the industry. 

Ford, who controls at least one- 
third of the motor industry, ac- 
cepted the invitation formally ex- 
tended to him Friday by the 
President. Also attending the 
conference will be Edsel Ford, 
president of the Ford Motor Co., 
W. J. Cameron, Ford spokesman, 


of the Federal 


President and Ford will be a vital 
part of the discussion. 


Ford for many years has ad- 
vocated liberal governmeat credit 


(Continued on Page 15, Col. 1) 


8 Bohn Plants 
Hit by Strikes; 


DETROIT. — The labor §spot- 
light was shifted in mid-week 
from Flint, where termination of 





UAW _ dues-picketing permitted 
resumption of production at 


Fisher Body and on the Buick} 
eight | this March, $274,290 against $264,- | 


| 786 a year ago. Tax receipts from | 


line, to Detroit, where 
plants of the Bohn Aluminum & 
Brass Co. were closed late in the 
week by a UAW strike. More 
than 3,000 men were out of work 


tions Friday. 

While the union claims that the 
strike is a result of loss of 
seniority rights of certain em- 
ployes, the corporation points to| 
the dues-collection campaign of | 
the UAW as the real reason. | 
P. A. Markey, general manager | 
of Bohn, declared that he would| 
recommend to the company’s di- | 
rectors that “we get out of | 
Michigan despite our $10,000,000} 
investment in this state. Industry | 
can-no longer operate in Michi-| 
gan.” 

A two-day strike at Plymouth | 
was ended Thursday afternoon, | 
but labor disputes continued to 
plague Michigan Steel Casting 
Co., Detroit Moulding Co., and| 
the American Brass Co. The two | 
|latter plants are closed; the 
| former picketed. | 





ParleyWednesday 
Take Up 


and Marriner S. Eccles, chairman | 
Reserve Board. 
The presence of the latter lends | 
strength to the belief that the | 
monetary theories of both the | 


3,000 Are Jobless. 


as the dispute underwent negotia- | 


oo 





General Manager, NADA 


~hosts to NADA delegates. 


@ 


President, NADA 





By William Ullman 
Staff Correspondent, ADN 


| WASHINGTON.—Internal Rev- 
|enue Bureau statistics this week 
| disclosed that the use of motor 
vehicles in the United States this 
| year is running far ahead of the 
| corresponding period of last year. 
| During March collections of the 
federal tax upon gasoline brought 
| $14,218,796 into the _ treasury, 
| against $12,970,980 in March, 1937. 
There is some indication that 
| motorists are economizing on the 
however, 





| use of lubricating oils, 


| for the federal revenue from that! 
source was $1,876,304, compared | 


| 


| with $2,057,293 in the previous 


March. 


The treasury’s “take” on motor 
| truck sales was somewhat higher 


sales of passenger 
|}and motorcycles fell from $2,551,- 


| The Top Ten 


PASSENGER CARS 

First Ten in Registration 
as Reported in ADN Today. 
1938 1937 
Pos. Make Pos. 
1—90,956 Chev. 130,958— 2 
2—84,431 Ford 179,167— 1 
3—85,211 Plym. 114,239— 
4—28,937 Buick 31,105— 
5—20,454 Dodge 60,160— 
6—18,996 Pontiac 36,300— 
7—17,665 Olds. $2,513— 
8— 9,715 Chrys. 18,148—10 
9— 9,475 Pack. 19,176— 9 
10— 8,247 Hudson 22,0}4— 8 


Total All Makes 
369,365 710,989 


For complete standings of all makes, 
see Page 13, this issue. 


M. teal Vehicles’ Use in 


Running Far Ahead of 737 


automobiles | 





U.S. 


724 to $1,584,488 and on parts and 
accessories from $628,765 to $476,- 
317. Revenue from tire sales de-| 
clined from $2,551,724 to $1,156,175 
and on inner tubes from $530,257 
to $243,545, another indication that 
while car owners are making full | 
use of their machines they are not 
maintaining them at the former 
level of upkeep. 

All revenues of the federal gov- 
ernment in March totaled $916,- 
945,368, against $934,555,267 in ’37. 


| associations, 





ABN 
Headquarters 
during 
NADA concliave 
will be at 
Foom 1416 
Hiotel Statier 


Concurrent FTC 


Code Conference 
Lifts Attendance 


Industry Junking Plan 
Will Be Considered 


at Conclave 


By Pete Wembhoff 
Associate Editor, ADN 


DETROIT.—Interest keyed 
by the proposed fair trade 
practice code, upwards of 
1,000 dealers from all parts 


of the country will.converge 
on Detroit starting Monday for 
the 2ist annual conclave of the 
National Automobile Dealers’ 
Assn. in Hotel Statler. 

To this number will be added 
several hundred others, repre- 
senting various automotive 
manufacturers 
jobbers, who will attend the 
Federal Trade Commission's con- 
ference Tuesday, at which adop- 
tion of a code of regulations con- 
trolling competition within the in- 
dustry will be sought. 

Highlighted businéss on tap for 
Apr. 25-27 includes: 


l FTC’s. hearing :on proposed 
- fair trade practice code for 
the entire automotive industry, 
suggested rules for which were 
drawn by NADA and Federal 
Trade commission officials. Starts 
9 a.m. Tuesday, April 26, in Hotel 
Statler. 
6) Consideration of an industry 
junking plan, in an effort to 
alleviate this dealer problem, with 
an industry stabilization board 
as the spearhead of the program. | 
3 Explanation by Congressman 
Gardner R. Withrow, Wiscon-. 
sin, of the Withrow investigation . 
of manufacturer-dealer relations 
and distributive policies of the in-, 
dustry, as authorized by Congress. 
At 3 p.m. Tuesday. 
Discussion of effects of state 
licensing laws . in : Wisconsin, . 
Iowa, Nebraska and ‘Ohio, as a 
(Continued on Page 2, Col. 1) 


ielacias of Car Buyers 


Shown in Milwaukee Poll 


By William C. Callahan 
Managing Editor, ADN 

DETROIT. — A recent survey 
by the Milwaukee Journal, in 
conjunction with the Milwaukee 
Automotive Trades Assn. and 
Cramer-Krasselt, advertising 
agency, which was mentioned in 
an editorial in ADN recently, is so 
packed with market information 
that further details regarding it 
seem justified. 

The survey, made in the Mil- 
waukee area, was based upon 





1,669 replies to a questionnaire 
sent out by the Journal, with an-' 


swers coming from 609 new car 
owners, 700 used car owners and 
360 non-owners. 

One of the interesting facts 
brought out in the survey is that , 
82 per cent of all cars purchased 
as new cars are less than four 
years old, with 37 per cent being 
one year old. Only 18 per cent 
keep cars more than three years. 

On the other hand, 57 per cent 
of all cars originally purchased as 
used cars are seven years old or 
older. Actually seven per cent of 
this last category are more than 

(Continued on Page 6, Col. 1) 
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Record Turnout Expected at NADA Convention 
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Concurrent FTC Trade Code 
Conference Lifts Attendance 


(Continued from Page 1) 


means of improving 
standards, etc. 
Procedures employed by local 
dealer bodies to establish fair 
used car allowances and promote 
confidence in used car merchan- 
dising. 
Ways to maintain minimum 
new car prices through fair 
trade laws and the Miller-Tydings 
Enabling Act. 
7 Banquet on Wednesday eve- 
ning, honoring NADA past 
presidents, and featuring an ad- 
dress by Alfred P. Sloan jr., board 


NADA 
Program 


Complete program for’ the 
NADA convention is as follows: 


Monday, April 25 

10 A.M.—First meeting of board 
of directors; group meetings, as 
follows: State assn. presidents; 
local assn. presidents; state and 
local assn. managers; appraisal 
bureau managers. 

2 P.M.—Continuation of board 
meetings and group conferences. 

8 P.M.—Open house. 

Tuesday, April 26 

9 A.M.—Trade practice confer- 
ence for the automobile industry. 
Commissioner Charles H. March 
will preside. 

2 P.M.—First NADA member- 
ship meeting. Opening address 
and resume of year’s progress by 
President Lied; Secretary Her- 
man Wangelin’s report; Treasurer 
L. M. Stewart's report. 

3 P.M.—The Washington situa- 
tion, Stanley Horner, chairman of 
legislative committee, will pre- 
side. Brief addresses by: Gardner 
R. Withrow, U. S. representative, 
Wisconsin; Henry Roberts, 
NADA’s legislative counsel. 

5 P.M.—Meeting of automobile 
dealers in groups by makes of cars. 


Wednesday, April 27 


9:30 A.M.— Membership meet- 
ing. Discussion of appraisal 
bureau plans. Managers of three 
types of bureaus now operating 
will preside. Group discussion. 


11 A.M.—Discussion of state 
dealer licensing laws. A dealer 
from each of the five states oper- 
ating under these laws will lead 
the round table discussion. 


2 P.M.—Group discussions con- 
tinued. Industry junking plan. 
How shall we handle the growing 
tax burden? Why not price 
maintenance in the automobile 
industry? Time and place of next 
convention. Shall association by- 
laws be amended? 

7 P.M.—Annual banquet. Al- 
fred P. Sloan jr., chairman, Gen- 
eral Motors Corp., guest speaker. 
Subject: “The Dealer, the Manu- 
facturer and the Consumer. = 


business, chairman of General Motors, 


on 
“The Dealer, the Manufacturer 
and the Consumer.” 

The code conference Tuesday 
morning, while not a part of the 
NADA conclave, without doubt 
will be the highlight of the week. 
The proposed rules, as printed in 
ADN on April 9, will set a pat- 
tern for future conduct of auto- 
motive business and will be bind- 
ing on all branches of the in- 
dustry through enforcement by 
the FTC. The suggested regula- 
tions, revealing a marked simi- 
larity with provisions under the 
former NRA, differ mainly with 
the latter in that there is no at- 
tempt to set up or fix used car 
prices. 


Comments made by NADA on 
various rules to be considered at 
the parley are: 


Rule 1. Misrepresentation. “This 
covers generally all phases of mis- 
representation as may be found 
in any industry. Other specific 
forms of misrepresentation are 
covered in other rules. 


Bans Wrong Prices 

Rule 2 and 3. Defamation of 
Competitors and Disparagement of 
Their Products; Circulating Mis- 
leading Price Quotations. This 
rule forbids publication of all mis- 
leading price quotations by manu- 
facturers and dealers on new and 
used cars, or on any other prod- 
uct or service offered for sale, in- 
cluding finance terms, interest 
rates, etc. It also prohibits mis- 
leading and false reports on pro- 
duction and sales, including new 
car registrations. 


Rule 5. Tampering with speed- 
ometer. “The criminal and civil 
statutes of most states prohibit 
this practice on the grounds of 
fraud and misrepresentation.” 


Rule 6. Misrepresenting Charac- 
ter of Business. “This would pro- 
hibit an establishment from hold- 
ing itself out as an authorized 
sales representative or authorized 
service station when such is not 
the case.” 


Rules 8, 9, 10, 11, 12, 13 and 14 
apply principally to used cars; 
providing against espionage, false 
invoicing, breach of contract, com- 
mercial bribery, altered trade- 
mark merchandise, ficticious 
prices, etc. 


Apply to Repairmen 

Rule 15. Substitution of Prod- 
ucts. “This would guard against 
delivery of cars to dealers with 
equipment or accessories not 
ordered by dealers. It would like- 
wise apply to repairmen using 
spurious parts, or charging for 
parts not installed.” 

Rules 16, 17 and 18. Self-explan- 
atory. 

Rule 19. Contingent Sales. “This 
prohibits — a manufacturer com- 


THIS STUDEBAKER President convertible, with dual driving 
equipment, is being demonstrated to Geo. D. Keller, right, vice-presi- 
dent in charge of sales, by Dorwin Dragstrem, one of the corps of 
special salesmen who are introducing the car to the trade. All vital 
controls are in duplicate, giving the teacher absolute control over the 


car and student at all times. 











THE WITHROW PROBE of factory-dealer relations, authorized 
recently by congress, will be discussed at the NADA convention in 


Detroit this week by Congressman Gardner Withrow, 


Wisconsin, 


right. He is shown with Senator Sherman Minton, Indiana, who 
sponsored a similar resolution in the senate. 


U. S. Fair Practice Code 
Opposed by Conn. Dealers 


thority to establish his adver- 


HARTFORD, Conn.— Resolu- 


tions urging the elimination of all 
prices from manufacturers’ ad- 
vertising, favoring the establish- 
ment of a junking fund and op- 
posing federal trades. practice 
rules, have been adopted by the 
board of directors of the Con- 
necticut Automotive Trades Assn. 
for reference to the National 
Automobile Dealers’ Assn. con- 
vention in Detroit next week. 
The resolutions are as follows: 
“Resolved, that the automobile 
manufacturers eliminate all prices 
from their advertising; each in- 
dividual dealer to have sole au- 


pelling a dealer to buy certain 
cars, trucks, parts, etc., in order 
to buy more popular merchan- 
dise.” 

Rule 20. Trade-in Allowances. 
“First, these rules are simply in- 
terpretations of existing law; what 
they forbid is already illegal. 
Second, they cover only those acts 
which the commission and the 
courts consider to be in or affect- 
ing interstate commerce. Local 
used car control plans need not 
necessarily be abandoned. 


Rule 21. Selling Below Cost. “It 
is now a common practice for 
many dealers to operate their 
combined new and used car de- 
partments at a loss. This pro- 
cedure might be controlled under 
this rule. According to this rule, 
the cost of a used car taken in 
trade and subsequently offered 
for sale, can be considered the 
amount allowed, plus recon- 
ditioning, overhead and sales ex- 
pense. It might be determined 
that offering a used car for sale 
for less than the cost as 
described would be in violation of 
the law.” 


Protects the Buyer 


Rule 22. Robinson-Patman Act. 
“This covers all phases and de- 
vices whereby a seller might dis- 
criminate against a buyer. It is 
our contention that the Robinson- 
Patman Act prohibits the grant- 
ing of discounts to most fleet 
owners and to insurance com- 
panies.” 

Rules 23, 24, 25, 26, and 27. “At 
times in the past, manufacturers’ 
representatives have made ex- 
aggerated claims regarding sales 
and profit possibilities, promises 
of co-operation and verbal agree- 
ments to induce prospective deal- 
ers to sign franchises. Later 
these claims are repudiated on 
the grounds that they are not 
part of the written agreement.” 

Group II rules are not con- 
sidered of themselves to be viola- 
tions of the law. They are con- 
sidered either to be unethical, un- 
economical or otherwise objection- 
able.” 

If a set of rules are approved 
by the FTC, following its study of 
reports from next week’s con- 
ference, it is the usual procedure 
for the industry concerned to 








tised retail price.” 

“Resolved, that the Connecticut 
Automotive’ Trades’ Assn. be 
recorded, at the NADA annual 
meeting, as strongly favoring the 
immediate establishment of a 
‘Junking Fund’ by the automo- 
bile manufacturers to be used to 
remove from dealers’ stocks anti- 
quated and worn-out motor ve- 
hicles.” 

The board also voted to go on 
record as “opposing the adoption 
of the suggested Trades Practice 
Rules or any federal regulatory 
legislation at the present time.” 


establish a National Fair Trade 
Committee, which would _ dis- 
seminate information regarding 
the rules, induce compliance by 
education and to co-operate with 
the government in enforcement. 
In the automotive industry, there 
probably would be established 
regional or state fair trade com- 
mittees, which would co-operate 
with the national committee. Or- 
ganized local groups would be 
engaged in securing local com- 
pliance. 


Delegations to Report 

No effort has been made by 
various automotive parts associa- 
tions to determine how many 
members of their industry will be 
represented at the trade practice 
conference Tuesday. Delegations 
from the National Standard Parts 
Assn., the Automotive Parts and 
Equipment Assn. and the Auto- 
motive Electrical Assn. will par- 
ticipate as observers only. These 
groups will merely report de- 
velopments to their association 
members and any exceptions 
which they may care to make to 
proposed rules will be entered at 
a later date. 

The APEM delegation is com- 
posed of D. W. Rodgers, chair- 
man, vice-president of Federal 
Mogul; M. C. DeWitt, vice-presi- 
dent, Champion Spark Plug Co.; 
C. C. Carlton, vice-president, Mo- 
tor Wheel Corp.; S. H. Fulton, 
APEM counsel, and Clarence 
Skinner, _APEM general manager. 








Hudson Adding 
A New Deluxe 
To Its 112 Line 


DETROIT. — Presenting many 
refinements, Hudson announces a 
new deluxe model of the low- 
priced Hudson 112. Luxuriously 
trimmed from the _ instrument 
panel to the rear window mould- 
ing, the new model is said to offer 
added richness, combined with 
other Hudson features. 

Shipments already are starting 
from the factory and the car soon 
will be displayed from coast to 
coast. 

Hudson stylists have achieved 
an entirely new development of 
the .front compartment. Here a 
wide band of stainless steel adds 
a custom effect to the new 
grained walnut finish of the in- 
strument panel. Coloring is har- 
monized in the steering wheel, 
horn button, steering post and 
window mouldings. 

A combination of fine weaves 
and pleating outlined with up- 
holstery lace adds richness to the 
upholstery. Seats and seat backs 
are upholstered in fine quality 
luster boucle cloth with the door 
panels and sidewalls lined with 
plain weave boucle. New acces- 
sories include a built-in ash tray 
in the instrument panel and a sun 
visor for the driver. 

The new model is powered by 
the Hudson six-cylinder, 83-horse- 
power engine with 112-inch wheel- 
base. Bodies available include 
brougham, touring brougham 
(with trunk), sedan, touring sedan 
(with trunk), three-passenger 
coupe, convertible coupe and con- 
vertible brougham. 

Factory town delivered prices 
for the new model, completely 
equipped with four direct action 
shock absorbers, bumpers, radi- 
ator ornament, foot - controlled 
light switch and with safety plate 
glass throughout, begin at $704 
for the three-passenger coupe. 


Stater Is Named 
By Dealers Assn. 


In San Francisco 


SAN FRANCISCO.—At its an- 
nual meeting Thursday the Motor 
Car Dealers’ Assn. of San Fran- 
cisco named Glen C. Stater, 
Hudson-Terraplane distributor, 
president. 

Other officers named were: 

Les Vogel (Chevrolet), vice- 
president; Ernest Ingold (Chevro- 
let), treasurer, and George 
Doherty (Ford), secretary. 


Cleveland Fisher Plant 


Steps Up to Five Days 
CLEVELAND.—The Fisher 
Body plant here has increased its 
work-week from three days to 
five and ‘called several hundred 
men back to work. 
Men at work now total 2,600 
against the normal 6,000. 


ADN’s Washington bureau supplies 
readers with all important happen- 
ings in the nation’s capital, affecting 
the automotive and allied industries. 





ADDED BEAUTY AND LUXURY are embodied in the new Hud- 
son 112 Deluxe series. Shown is the four-door sedan model. 


Pet a 
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DETROIT. Twenty-seven | 
graduates of the unique school | 
for Chevrolet dealers’ sons heard | 
M. E. Coyle, general manager of | 
Chevrolet, deliver the commence-| 
ment address at the Hotel Statler | 
here Wednesday night. Coyle told 
the graduates to have faith in 
America, in youth, and in them-| 
selves. 

Many of the fathers attended} 
the commencement exercises, one 
coming from the state of Wash-| 
ington. 

It was the first time in the his- 
tory of the automobile industry 
that such a school for sons of 
dealers has been held by any 
company, and it is another fac- 
tor in the development of better 
dealer relations being sponsored 
by W. E. Holler, general sales 
manager, under Chevrolet’s 
Quality Dealer Program. More 
than 70 officials of the company, 
Chevrolet dealers, and their sons 
attended the commencement ex- 
ercises. 

Officers of the school were 
chosen by the first graduating 
class as follows: President, Robert 
Cleveland Dunlap jr., Macon, Ga.; 
vice-president, Robert Norman 
Brown, Pullman, Wash.; secretary, 
John Joseph Delaney jr., Matta- 
pan, Mass.; treasurer, Walter 
Christy Fetters jr., Upper Darby, 
Penn.; valedictorian, Marvin Wal- 
lace Anderson, Minneapolis. 

Officers of the graduating class 
thanked Coyle and Holler for the 
opportunity that they had made 
possible for the sons of dealers in 
Chevrolet. 

Holler said that a school was 
made up of three separate in- 
stitutions—books, instructors and 
fellow students, and that he be- 
lieved the graduates had taken 
full advantage of the oppor- 
tunities presented by each one of 
the institutions in this school. He 
suggested to the graduates’ 
fathers that the sons be given 


Wright tana 
Valpey as Head 
Of Graham Sales 


DETROIT.—Appointment of 
Walter F. Wright as vice-presi- 
dent and general sales manager, 
succeeding F. R. 

Valpey, resigned, 
is announced by 
J. B. Graham, 
president of the 
Graham - Paige 


| outlined 





Motors Corp. 

Wright, who 
joined Graham 
last November 
as eastern sales 
manager, started aS 
his automobile * 
career in 1912 W. F. Wright 
with Willys- a7 
Overland as a district representa- 
tive. Later he was made a di- 
vision manager and it was from 
this position that he resigned in 
1922 to purchase the Willys fac- 
tory branch in Cleveland. He 
operated the branch until early in 
1924 when he became Chrysler 
distributor for that territory. 
Later he added Cincinnati to his 
Chrysler operation and managed 
both establishments. 

During the next eight years 
Wright found time to develop and 
get patents on several items for 
use in the automobile industry, 
and by 1934 this phase of his 
business had become so important 
that he decided to sell his dis- 
tributorships and devote all of his 
time to the development and sale 
of his patents. These activities, 
however, kept him closely associ- 
ated with the industry. Last fall, 
with the urge to get back into the 
automobile business upon him, he 
joined Graham. 
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Chevrolet School Graduates 27 Dealers’ Sons 
Coyle, Holler Give Talks 


At Commencement Exercise! : 


|] business management positions in : 


their respective dealerships, so 


that the benefits of their training | 


might be capitalized to the full- 
est extent and that they might 
have an opportunity to familiarize 


| themselves with all departments | 


of the business. 


T. O. McLaughlin, who 
Modern Merchandising and Man- 
agement, 
school was unique in industry and 
the scope of subjects 
studied during the last seven 
weeks—all phases of activity con- 
tained in every department of 
Chevrolet. 


Diplomas were presented to the 
graduates and they left Detroit 
the latter part of the week for 
their homes located in twenty- 
five different states. 


Chosen from Regions 


The students were chosen— 
three from each Chevrolet region 
in the United States. Qualifica- 
tions were that they must be of 
age, sons of Chevrolet dealers, 
and interested in succeeding their 
fathers as Chevrolet dealers in 
the future. 


Following are the members of 
the graduating class, and the 
names of their dealer-fathers: 
Marvin W. Anderson, son of E. T. 
Anderson, Anderson Chevrolet 
Co., Minneapolis; Marvin A. Aus- 
tin, son of J. A. Austin, Austin 
Chevrolet Co., Guthrie, Okla.; 
Robert N. Brown, son of George 
W. Brown, Brown & Holter Chev- 
rolet Co., Cheney, Wash.; Albert 
W. Callender, son of E. O. Cal- 
lender, 
Ashtabula, O.; Arnold W. Collis, 
son of William Collis, Collis 
Chevrolet, Inc., Newburyport, 
Mass.; Vincent A. Couch, son of 
Alan A. Couch, of Alan A. Couch, 
Ontario, Calif. 


A. L, Davis, son of C. L. Davis, 


Davidson Motor Co., Lexington, 
N. C.; John Joseph Delaney jr., 
son of John J. Delaney, of John 
J. Delaney, Inc., Mattapan, Mass.; 
Charles DeWitt, son of E. E. De- 
Witt, of the Corn Belt Chevrolet 
Co., Jacksonville, Ill.; Robert C. 
Dunlap jr., son of R, C. Dunlap, 
of the Dunlap Chevrolet Co., Ma- 
con, Ga.; William J. Fenton, of 
the dealership of William H. Fen- 
ton, and C. I. Fenton, Westfield, 
Mass.; Walter C. Fetters jr., son 
of Walter C. Fetters, Terminal 
Chevrolet Co., Upper Darby, Pa. 


Other Sons Listed 


Phillip L. Fields, son of Arthur 
L. Fields, Fields Motor Co., Port- 
land, Ore.; Gail N. Grieger, son 
of A. W. Grieger, Grieger Chev- 
rolet Co., Muncie, Ind.; M. C. 
Henderson, son of Charles A. 
Henderson, Henderson’s Garage, 
Muscatine, Ia.; Trammell Hollis 
jr.. son of Trammell Hollis, of 
Trammell Hollis, Martinsburg, 
W. Va.; Charles D. Holsey, son of 
Charles V. Holsey, of Holsey 
Auto Sales, Inc., Jersey City, 
N. J.; Robert F. Hunt, son of 
P. J. Hunt, of “Hunt” for Chev- 
rolets, Buffalo, N. Y.; H. H. Jones, 
son of Hammond Jones, of Ham- 
mond Jones Co., Lakeland, Fla. 


Dale D. Linke, son of William | 


Linke, of the Linke Chevrolet 
Co., Atlantic, Ia.; R. N. McGraw 
jr., son of R. N. McGraw, of the 
McGraw Chevrolet Co., Wheeling, 
W. Va.; Robert E. Robertson, son 
of E. E. Robertson, of Bob Rob- 
ertson, Houston, Tex.; E. J. 
Robichaux jr. son of E. J. 
Robichaux, Franklin, La.; Rich- 
ard R. Rodenfels, son of Leo Rod- 
enfels, of Rodenfels Chevrolet Co., 
Columbus, O.; Hubert L. Tate, 
son of J. H. Tate, of the Gallatin 
Motor Co., Gallatin, Mo.; George 
P. Throckmorton, son of J. P. 
Throckmorton, of Throckmorton 
Chevrolet, Hightstown, N. J.; and 
E. V. Yingling jr., son of E. V. 
Yingling, of Yingling Chevrolet 
Co., Wichita, Kans. 


has 
charge of Chevrolet’s School of 


‘pointed out that this | 


Callender Chevrolet Co., | 





GRADUATION EXERCISES for the first class of dealers’ sons 


to complete the courses in Chevrolet’s 


school of modern merchandis- 


ing and management were held this week. No. 1: T. O. McLaughlin, 


director of the school, left, looks 


on as J. J. Delaney jr., Mattapan, 


Mass., secretary of the class, receives his diploma from W. E. Holler, 


Chevrolet general sales manager, right. 


No. 2: R. N. McGraw sr., 


left, McGraw Chevrolet Co., Wheeling, W. Va., is proud of the record 


made by his son, Bob jr. No. 3: 


Charles E. DeWitt, left, dines with 


his dad, E. E. DeWitt, Corn Belt Chevrolet Co., Jackson, IIL, at the 
graduation banquet. At the right is Harry Bostwick, Chevrolet 


Central office. 


No. 4: Officers of the graduating class were, left to 


right, J. J. Delaney, son of J. J. Delaney, Mattapan, Mass., secretary; 
M. W. Anderson, son of E. T. Anderson, Minneapolis, Minn., valedic- 
torian; R. C. Dunlap, son of R. C. Dunlap, Macon, Ga., president; R. 
N. Brown, son of George W. Brown, Pullman, Wash., vice-president; 
W. C. Fetters, son of W. C. Fetters, Upper Darby, Pa., treasurer. 
No. 5: M. A. Austin, son of J. A. Austin, Guthrie, Okla., banquets with 
Ed Hedner, Chevrolet national service and mechanical director. 


U.S. Now Offering 
|Earth Mover Tire | 


NEW YORK.—For use in the | 
heavy construction field, a new 
U. S. Royal Earth Mover tire is 
announced by U.S. Rubber. Espe- 
cially engineered for vehicles of 
the “buggy” or towed type, this 
tire is expected to find wide use 
on dam building projects, bridge 
and tunnel constructions, irriga- 
tion work, et cetera. 

The new Royal Earth Mover 
tread pattern is said to offer mini- 
mum rolling resistance and com- 
plete control of side slips under 
adverse conditions. Eleven rows 
of blocks, instead of the conven- 
tional five rows, extend well up 
the sidewalls of the tire, bringing 
into play, when the going is ex- 
tremely soft, more than twice the 


| gripping area of the conventional 
|tire tread. Extra protection 
against sidewall scuffing is pro- 
| vided by smooth guard ribs flank- 
ing the non-skid area. 


Safety Lane System 
Changed in Chicago 


CHICAGO.—A revision in the 
safety lane set-up here has just 
been made, whereby for the first 
time indoor testing lanes are pro- 
vided to supplement the outdoor 
facilities. Ten garages have been 
chartered by the office of Edward 
J. Gorman, deputy vehicle com- 
missioner, in charge of compul- 
sory motor vehicle inspection un- 
der a city ordinance. 

Gorman explained that the new 
plan has been adopted so as not 
to interfere with operations re- 
gardless of weather conditions. 
Semi-annual checkups are called 
for in the city law. 





3 


Name Winchester 
National Truck 
Show President 


NEW YORK. J. F. Winchester, 
Standard Oil Co. of N. J., has 
been named president of the Na- 
tional Motor Truck Show, Ince, 
directors announced this week. 
The fifth annual national truck 
show has been set for Nov 9 to 15 
in New York. 

Other officers elected were: 


Vice-president, John N. Bayne, 
Mack Truck Co.; vice-president, 
Clayton Farris, Trucktor Corp.; 
treasurer, S. E. Oplinger, Frue- 
hauf Trailer Co.; A. L. Rice, sec- 
retary. 

Directors of the corporation 
elected for a similar term are: 
G. B. Holman, National Wholesale 
Assn.; George Kuhlman, Heil Co.; 
John Rosenquest, Autocar Co.; 
George Scragg, Brockway Motor 
Co.; C. J. Ozzard, N. J. Motor 
Truck Assn.; James McArdle, 
American Trucking Assns.; Rob- 
ert Jackson, Fine & Jackson 
Trucking Corp.; Wm. Lueddeke 
jr. N. J. Motor Truck Assn.; 
Milton Selover, Selover Trucking 
Co.; John F. Creamer, Wheels, 
Inc.; W. W. Cromley, Hercules 
Motors Corp.; R. T. Fullerton, The 
White Co.; H. M. Daniels, Four- 
Wheel Drive Auto Cd. 


More than 50 per cent of avail- 
able show space has already been 
reserved, it was announced. 


Two-Speed Axle 
Trucks Being 


Offered by Ford 


DEARBORN.—Designed for a 
wider range of operating require- 
ments, two-speed, axle-equipped 
Ford V-8 trucks are announced 
by the Ford Motor Co. 

The 157-inch and 134-inch wheel- 
base trucks will be offered with 
this special Ford axle. The 191- 
inch wheelbase school bus chassis 
will also be available with it. 

The new Ford two-speed rear 
axle has virtually the same basic 
feature of design as the conven- 
tional Ford truck axle. 


Factory Orders 
Rise Steadily 


TILSBURY, Ont.—A steady 
gain in orders, which in the period 
March 7 to April 11 amounted to 
over 136 per cent, is reported here 
by Ross Mackinnon, vice-presi- 
dent of Hudson Motors of Canada, 
Ltd. 

Shipments and orders for 1938 
models up to April 16 were more 
than 9 per cent above the total 
for the same period in 1937, he 
said. Stocks in the field were re- 
ported up only 10 per cent during 
the last month, indicating that 
retail sales are keeping pace with 
factory sales, Mackinnon de- 
clared. 


Ford Named Recipient 
Of James Watt Medal 


LONDON.—One of the highest 
honors in engineering, the James 
Watt International Medal, has 
been awarded to Henry Ford by 
the British Institution of Mechan- 
ical Engineers, it was announced 
here Thursday. 

The medal is awarded every 
second year to commemorate the 
birth of James Watt, inventor of 
the steam engine in 1736. 


Adopts New Chart 


NEW YORK. — The Continental 
Oil Co. has adopted Servo Guide 
lubrication charts for use by its 
station operators. The charts, pro- 
duced here by Service Analysts, Inc. 
cover all popular makes and models 
of cars and trucks over a five-year 
period. 


ee 
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Welcome NADA Delegates 


N COMING to the heart of the automotive industry for 
its annual convention this year, members of the Na- 
tional Automobile Dealers’ Assn. will be given an oppor- 
tunity to meet with factory executives on their own 
grounds. Many pressing problems are facing those dele- 
gates who will take part in the discussions and plans dur- 
ing the coming week. Among these perhaps none stands 
out more boldly than that of creating some method to junk 
old vehicles when they have reached the end of their safe 
usefulness. We sincerely hope that this meeting will pro- 
vide an opportunity for the best minds in the industry, 
manufacturer and dealer alike, to get together on some 
program to this end. It is a whole-industry problem and 
can be solved only as such. 

Meanwhile, may we, as the only automotive trade paper 
published in Detroit, extend our heartiest welcome to 
those delegates within our midst and wish them a most 
successful convention. A convention that will create better 
understanding and mutual confidence among all branches 
of the industry, the welfare of which is of paramount im- 
portance to all of us. 


Withrow Witholds 
I 


N a radio address, Wednesday evening, Congressman 
Gardner R. Withrow, of Wisconsin, father of the pro- 
posed investigation of the automobile industry, apparently 
made the same mistakes that he has made in the past. In 
the opening remarks of his speech, Withrow referred to 
the investigation as one which will study “policies em- 
ployed by manufacturers in distributing motor vehicles, 
accessories and parts, as these policies affect the public.” 
Is it unfair to believe that Withrow has deliberately 
witheld from dealers, and his audience, the information 
that the resolution also includes an investigation of “the 
policies employed by dealers in selling automobiles at 
retail?” Further in his address, he again charges that 
manufacturers appeared before the Congressional Com- 
mittee as opponents of the resolution. This statement is 
baldly refuted by the testimony of manufacturers given 
before the committee Feb. 14. Has somebody withheld 
this information, which is published in the records of the 
hearing, from Withrow, or is he now withholding it? 

Becoming more bewildered, Withrow implies that while 
the final resolution, as passed by congress and signed by 
President Roosevelt, did provide for an investigation of 
factory policies and dealer policies as they affect public 
interest, the interested public may expect only a half job 
for their $50,000. The investigators, he promises dealers, 
will limit their efforts only to study of factory activities. 
“There should be no misapprehension on the part of deal- 
ers as to the intent and purport of this resolution,” he 
opines. By this he inferred that the jury is fixed and knows 
just how far to go. 

Dealers should not be misled by such statements. The 
authorized investigation will probe dealer policies as well 
as manufacturer policies. If this is not true, then With- 
row has withheld some important information from con- 
gress and the President. 


Most of us, 
sat through so-called 
sales “pep talks,” have 
on more than one oc 
to say to the 


IT CAN 
BE 
| DONE! 


leasion wanted 


| speaker “Oh, yeah? Well, get out | 


|and try it yourself and then come 
back and tell us not how to do it, 
| but how you did it!” 

* * * 

THE BUSINESS papers seem 
| to be filled with advice these days 
the editors and inspired 

who point out that the 
in this tough market, 


| from 
writers 
only way, 
is to go out 
ment-pounding and long hours, 
get the business. I have no doubt 
but what ADN and even the 
chauffeur of this column has at 
one time or another been guilty 
of the same kind of prattle. It is 
so easy to give advice or to 
preach a sermon that most of us 
fall easily into the trap when we 
have a chance to speak or write, 
publicly. 





7 * * 


SO I WANT to take this op- 
portunity of telling you not how 
to do it, but how we did it. The 
job I refer to is the rotogravure 
edition of ADN which we mailed 
|this week, entitled “Automotive 
| Leads Again.” Copies of this issue 
went not only to our own sub- 
scribers and to the industry gen- 
erally, but were also placed in the 
hands of the President, members 
of congress, governors, highway 
commissioners, newspapers, radio 
stations, etc. 

The purpose of the issue was to 
attract the attention of the coun- 
try at large, and to publicize to 
the limit of our ability, the great 
contributions which have been 
made by this industry since the 
last great depression and to dis- 
play the confidence which this in- 
dustry holds in the future. 


* * * 


OUR EDITORS and advertising 
men alike tackled this job the 
latter part of February, when we 
seemed to be right at the bottom 
of the recession. Detroit and the 
other manufacturing centers were 
simply dripping with pessimism. 
Everyone we called on wanted to 
talk about how bad things were 
and how much worse they were 
going to get. That is about as 
tough a market in which to sell as 
any salesman would care to face. 


* * * 


EVERYONE SAID it was a 
swell idea—someone ought to do 
it, admired our courage for tack- 
ling the job at a difficult time but 
when it came to signing for any- 
thing on the dotted line that 
would require any present or 
future outlay of cold cash, their 
signing fingers seemed to get 
paralysis. 

* * * 


SO THE 48-page book which 
we mailed this week is a genuine 
tribute not only to the loyal and 
far-sighted advertisers, who sup- 
ported it with what finally added 
up to a generous total (for these 
days), but to the men and women 
on the ADN staff who worked 
tirelessly to make it possible. I 
think they deserve a pat on the 
back and have a right to say, “It 
can be done in any line of busi- 
ness even under the conditions we 
all must face today!” I would 
like to hear from some of our 
readers, who too have proven 
that “It can be done!”—G.M.S. 


Extra Copies 
of ADN’s “Automotive 
Leads Again!” edition, 
if available, will be fur- 
nished at 25 cents each, 
postpaid to any U.S.A. 
address. 


who have | 


and by sheer pave- | 





Your Money 


In This Corner-- 
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or Your Job 
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‘Opposes Investigation...’ 


The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Sound Editorial 

Having just read your editorial 
in Apr. 2 issue, “Withrow Resolu- 
tion Passes,” I hasten to congratu- 
late you. Never before, during my 
36 years of continuous engage- 
ment in the automobile industry, 
have I heard or read a more 
sound and substantial statement 
of facts than that contained in 
this editorial. 

I am only fearful, that because 
those who will read this editorial 
are implicated—that its true sig- 
nificance and value wili never be 
given the credit it deserves, at 
least not publicly. 

Your editorial prompts me to 
make some statements that, per- 
haps if I were one of those re- 
ferred to, I would refrain from 
making. 

As you know, I withdrew from 
what I consider the greatest busi- 
ness this country has ever known, 
the automobile business. Having 
no connection with the industry, 
being unquestionably neutral and 
with the knowledge obtained dur- 
ing my long association in the 
business, dating from its infancy 
to very recently, I am confident 
that both manufacturer and deal- 
ers are responsible for the con- 
dition which brought about the 
Withrow Resolution. 

I read of the legislation that is 
being enacted, regulating in va- 
rious ways, the industry. I know 
of and have participated in the 
numerous plans adopted by asso- 
ciations for the regulation and 
conduct of the business. I know 
that the automobile code under 
the NRA was diligently pursued 
by men of capabilities to an un- 
beneficial conclusion. 

I know that the same men who 
are critical of government regu- 
lation of business, are the same 
men that ask for and have caused 


government interference in busi- 
ness. 

I know that the same men who 
believe in democracy and the free- 
dom it affords, are asking for the 
very thing that destroys it. 

I sincerely believe that when 
the third party enters, destruc- 
tion starts. 

If there is a problem in the in- 
dustry effecting factory-dealer 
relations, and I believe there is, 
any industry that has accom- 
plished so much in so short a 
period, is certainly capable of 
eliminating the objectionable fea- 
tures without resorting to outside 
influence. 

Believe it or not, I am a natural- 
ist and have found that nature 
can be applied to business in 
many ways and with great suc- 
cess. 

Far be it for me to criticize 
either manufacturer or dealer, but 
when a father of a family of chil- 
dren finds his children unruly or 
unsuccessful in business, it is ad- 
visable and imperative, if he 
seriously desires that they suc- 
ceed, that he sets examples and 
standards, that the children can 
first, have respect for; second, ac- 
quire confidence in, and, third, 
accept compliance voluntarily. No 
other conditions should he toler- 
ate and none other can be if all 
parties expect to be permanently 
successful. 

So by this, you can fully realize 
why I am so complimentary of 
your editorial. 

Pardon the length of this letter, 
but if it inspires you to continue 
publishing such editorials, it has 
accomplished its purpose.—Guy O. 
Simmons, formerly of Simmons- 
Stewart Co. (Chrysler-Plymouth) 
New York City. 





Bargain License Days Seen Aiding Car Sale 
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Virtually All States Offer 


Inducements to Motorists 


Special to Automotive Daily News 

WASHINGTON.—Bargain days 
are here for motorists in nearly 
all states, in respect to licenses, 
a circumstance which should 
measurably assist recovery in the 
industry. 

To stimulate business through 
encouraging the purchase of cars 
and sales of motor fuels, and to 
increase highway revenues in the 
process, virtually all states offer 
inducements to license applicants 
by periodic fee reductions, it was 
disclosed here this week by 
the federation of tax adminis- 
trators. 


A nation-wide survey by the 
federation shows, for instance, 
that in April automobile buyers 
in. 12 states get a 25 per cent re- 
duction on license plates. These 
are California, Colorado, Indiana, 
Iowa, Kansas, Mississippi, Ne- 
braska, New Mexico, North Caro- 
lina, Oklahoma, Rhode Island and 
South Carolina. 


In Maryland, New Hampshire, 
Ohio, South Dakota, Tennessee, 
Texas, Vermont and Virginia, on 
the other hand, motorists did not 
have to buy their 1938 plates until 
this month. Georgia and Wiscon- 
sin car owners purchased them 
Feb. 1; Connecticut’s on Feb. 15. 
Kentucky, Maine and Michigan 
plates for this year were due Mar. 
1. West Virginians will be buying 
their 1939 plates July 1, when 
their licensing year begins. Ala- 
bama and South Carolina motor- 
ists will buy their’s Oct. 1 and 
Nov. 1, respectively. 


In all but three states—Georgia, 
Oregon and Washington—periodic 
reductions are offered on annual 
license fees. Showing little uni- 
formity in the time element or 
rate of reduction, the state li- 
censing laws seem to have some 
connection, however, with eco- 
nomic factors and climatic condi- 
tions. 


Reductions scheduled are as 
follows: Eleven states cut the 
annual fee 50 per cent after six 
months of the licensing year is 
passed; 10 states reduce 25 per 


Clark Is Named 
By San Antonio 
Car Trade Assn. 


SAN ANTONIO, Tex.—Annual 
election of officers for the San 
Antonio Automobile Trade Assn. 
was held here this week with the 
following being elected to office: 


Marcus H. Clark, Marcus H. 
Clark Motor Co. (Pontiac), presi- 
dent; Frank M. Gillespie, Herpel- 
Gillespie (Ford), vice-president, 
and Carroll Cartwright, Carroll 
Cartwright, Inc. (De Soto-Plym- 
outh), secretary-treasurer. J. T. 
Simmons continues as executive 
secretary. 

Directors elected were: J. F. 
Hagan, Guarantee Motor Co. 
(Graham); Joe Freeman, Milam 
Chevrolet Co.; H. H. Bryant, San 
Antonio Buick Co.; Gunther Or- 
singer, Orsinger Motor Co. (Hud- 
son). Orsinger is retiring 
president. 


Ford Will Build Small 


Plant in Sudbury, Mass. 


SUDBURY, Mass.—Henry Ford 
announced here Thursday that he 
was planning to open a small fac- 
tory in South Sudbury to build 
automobile parts. Water power 
will be utilized by the plant. 

Ford said that the industrial 
future of New England was 
bright if the manufacturers “de- 
centralized and made use of water 
power for smaller plants.” 


“Fourth Dimension,” a regular 
feature of ADN, presents a digest of 
automotive advertising news. 





cent with each three months; 
eight states subtract one-twelfth 
for each month that lapses; seven 
reduce the fee 50 per cent only 
after six months’ lapse, and 75 
per cent after nine months. Idaho 
and Pennsylvania cut their license 
fees 50 per cent after seven 
months and 75 per cent after 10 
months. 


Several states have still differ- 
ent provisions. Arizona, for ex- 
ample, allows no reduction for li- 
censing of used cars but reduces 
the annual fee for new cars one- 
twelfth for each lapsed month of 
the licensing year. South Dakota 
licenses cars at 30 per cent of the 
annual fee is they are five years 
old or more; cars from three to 
five years old get 50 per cent re- 
ductions. Michigan and South 
Carolina issue half-year permits 
at one-half the annual fee, plus 
25 cents. 


AAA Committee 
Starts Probe of 
Parking Problem 


WASHINGTON.—The American 
Automobile Assn. this week 
launched a nation-wide survey to 
determine the extent and serious- 
ness of the parking problem 
throughout the United States and 
just what cities and towns are 
doing to find remedies. 


“It is quite apparent that many 
communities today are facing 
traffic strangulation because of 
their officials’ failure to deal ag- 
gressively with the parking prob- 
lem,” declared William A. Stinch- 
comb, of Cleveland, chairman of 
the new parking and terminal 
facilities committee which will 
conduct the probe. “Our purpose 
is to determine just how serious 
this problem has become, to guage 
the amount of economic loss that 
has resulted and to determine the 
dollar-and-cents benefits that 
would accrue to business and the 
community as a whole if condi- 
tions were improved.” 

Off-street parking and ways and 
means of financing such facilities 
comprise the first studies of the 
committee. The AAA engineering 
staff will conduct surveys for the 
committee in typical key cities of 
various population classes to de- 
velop general principles which 
can be applied with consideration 
for special local conditions. 


“Fourth Dimension,” a _ regular 
feature of ADN, presents a digest of 
automotive advertising news. 


COMPLETE 
STAMPING 
PLANT 
FOR SALE 


Centrally located in Detroit, 
housed in modern building 
630 feet long by 166 feet 
wide, this unusually fine 
layout containing 74 presses 
is served by five cranes. 
Equipment and building in 
first-class condition. Excel- 
lent shipping facilities 
(private railroad siding) 
contribute to economical and 
efficient operation. Priced 
for immediate sale. For in- 
formation address Box 154, - 
Automotive Daily News, 527 
New Center Bldg., Detroit, 
Mich. 








Chrysler Sales 
Up But Remain 
Below Normal| 


DETROIT.—K. T. Keller, presi- | 
dent of the Chrysler Corp., told} 
stockholders at their annual meet- | 
ing here this week that “there has | 
been some pick-up in the corpo-| 
ration’s business since February, | 
but the increase has been less} 
than seasonal.” 

He declared that developments 
since February have substantiated 
the directors’ position in respect 
to dividends. 

For the first seven weeks of 
1938 retail sales were about 40 
per cent of normal. Since then 
sales have risen each week by an 
average of about 10 per cent as 
compared with the preceding 





week but the trend is still at 
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“WHISTLE WHILE YOU WORK” theme-songed Nash sales 
meeting in New York, at which the Nash “extra push” spring cam- 
paign was launched. Left to right: B. B. Geyer, head of Geyer, Cornell 
& Newell, Inc., Nash ad agency; Courtney Johnson, general sales 
manager; Ed Shumate, vice-president and general manager of Nash 
Motors of New York, and R. H. Israel, eastern sales manager. 


about the 40 per cent he 
said. 
Field stocks of new and used 


cars are somewhat higher than 


they ordinarily would be, con- 
sidering the rate of turnover, with 
dealers ordering at the rate of 


level, 





ON AG QUALITY PRODUGTS 


The question of expert service for AC equipment products in the hands of 


your customers is comprehensively answered by a world-wide service organi- 


zation. AC Service Stations and United Motors Service Branches and Service 


Stations in the United States and Canada; and the overseas organizations 


of General Motors Corporation, Export Division maintain adequate parts stocks and render 


expert service on AC products. Thus, throughout the motoring world, AC service is available. 


AC NOW BUILDS THESE Y 


AIR CLEANERS 
AMMETERS 


CARBURETOR INTAKE 
SILENCERS 


CARBURETOR INTAKE 
SILENCERS AND AIR 
CLEANERS 


DIE CASTINGS 
DIE CASTING MACHINES 


AC SPARK PLUG DIVISION - 


FLAME ARRESTERS 


FLEXIBLE SHAFTS AND 
CABLES 


FUEL PUMPS 


FUEL AND VACUUM 
PUMPS 


GASOLINE GAUGES 
GASOLINE STRAINERS 
INSTRUMENT PANELS 


a 


PRODUCTS 


SPARK PLUGS 
SPARK PLUG CLEANERS 
SPARK PLUG TESTERS 


SPARK PLUG GAPPING ° 
TOOLS 


SPEEDOMETERS ; 
TACHOMETERS : 
THERMO GAUGES + 
VACUUM PUMPS | 


FLINT, MICHIGAN 


ENGINE BEARINGS 
LOCKER DOORS 
OIL FILTERS 
PRESSURE GAUGES 


RADIATOR 
PRESSURE CAPS 


REFLEX SIGNALS 


REMO INJECTORS AND 
FLUID 


General Motors Corporation »* 


:T 
i 
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Consumer Preference Shown in Milwaukee Poll| 


Dealers and 


Also Covered in Survey 


1 Salesmen 


(Continued from Page 1) 


10 years old. A breakdown of 
ownership is as follows: 


Consumer Automotive Survey 
Interpretation 
Year Model Owned 


13 
16 


By far the largest percentage 
of cars, both new and used, are 
sedan models with two-door coach 
models holding second place. 

In regard to car prices, the 
popular fallacy that owners today 
feel that they are paying too 
much for automobiles is refuted 
in the Milwaukee study. At any 
rate, the analysis reveals that 
there is ample reason for dealers 
to make every effort to “sell up.” 

Among new car owners it is 
shown that, while only 64 per cent 
of the present owners paid be- 
tween $700 and $1,100 for their 
cars, 73 per cent stated that they 
would go into that price range in 
future purchases. 

In the used car section, it is 
shown that, while 39 per cent of 
the present owners paid less than 
$200 for the cars, 44 per cent of 
them stated that they would pay 
$500 or more for future cars. In 
fact, 23 per cent of used car own- 
ers indicated a willingness to pay 
over $700. About 45 per cent non- 
owners set their price on used 
cars at between $250 and $400. 

Just why people buy automo- 
biles is revealed in a table which 
covers several important reasons 
for ownership. Comfort and con- 
venience, pleasure and economy 
seem to be the leading factors. 
Relatively few people buy merely 
to have a means of transportation. 
This table follows: 


Reasons for Ownership 
of Automobiles 


Future 
Owner- 
ship 

Non- 
Used Owners 


84% 1% 
59 46 


Present 
Ownership 


Comfort and - 
Convenience 
Pleasure 
Economy of 
Transportation. .59 
Safety 
Pride of 
Possession 
Instalment Buy- 
ing Method ....14 
Business Use ....14 
Social Necessity. . 
Luxury 
Social Distinction. ; 
Only Means of 
Transportation.. 3 ss 
Others 8 10 


After determining why people 
buy automobiles, the survey goes 
into the question of why they 
have bought or would buy certain 
makes of cars. It also gives the 


35 
10 


44 
33 
13 19 


21 


x 


owner viewpoint on whether he 


got his money’s worth and what 


are his immediate intentions. This 
information is given in the fol- 
lowing tables: 


Factors Influencing Final 
Selection of Automobile 


Future 
Owner- 
ship 

Non- 
Used Owners 


39% 49% 


Present 
Ownership 


New 
45% 
Reputation of 
Manufacturer ..70 
Opinion of Service- 
ability 
Appearance 
Preference for 
Make 
Advertising 
Dealer’s Standing.16 
Mechanical 
Features 
Trade-In Allow- 


50 


48 
42 


36 
40 
31 


Guarantee 

Salesman’s Pre- 
sentation 

Friends’ Recom- 
mendation 

Extra Equipment... 

Previous Owner- 
ship of Make.. 

Economical Op- 
eration 


Did Your Automobile Need 


Repairs in 1937? 
Used 
80% 
20 
Nature of Repairs 
Used 
38% 
28 
7 
All Others 27 


Was Any Repair Cost Covered 
by the Guarantee? 


New 


24% 


oa New 
Ignition and Battery. 39% 


Used 

11% 

89 

How Much Did You Spend on 
Repairs in 1937? 


New Used 


$26.20 $26.50 


Mean (arithmetic) 
Average 
Median (middle fig- 
ure) Average 15.00 
Was the Amount Spent 
for Repairs? 


New Used 
47% 46% 


15.00 


Less than expected... 
About as expected.... 42 45 
More than expected.. 11 9 


Was Condition of Your 
Automobile 


Used 
As satisfactory as presented. 68% 
Better than presented 
Worse than presented 


19388 BUYING INTENTION 
Do You Expect to Buy An 
Automobile in 1938? 


Automobile 
Owners 
New 


56% 


Non- 
Used Owners 


36% 31% 
15 69 
49 


Would You Prefer 
Automobile 
Owners 
New 


94% 


Non- 
Used Owners 


51% 16% 
84 


New 
Used 


IMPORTANT NIGHT DRIVING SAFETY step has been taken by 
the Michigan highway department with the installation of a twin 
row of refiector buttons along the entire 70 miles of winding concrete 
highway between Detroit and Lansing. Molded from Lucite, a white, 
crystal synthetic resin, the buttons pick up the beams of automobile 
headlamps at a distance of a mile, thus outlining the course of the 
highway, as demonstrated by the Oldsmobiles above. The 6,900 re- 
flector posts are set at 100-foot intervals. Cost of project: $23,000. 











TWENTY-FIVE BUICK ROADMASTERS and Limiteds will par- 
ticipate in the New York World Fair preview on Fifth Avenue, April 
30 and then set out on a nationwide World Fair motorcade. Here a 
courier receives from Grover Whalen, Fair president, a key to the 


1939 exhibition. 


Six Companies to Sponsor 


125,000-Mile Goodwill Tour 


NEW YORK.—Forty-nine new 
automobiles, carrying models of 
the trylon and perisphere, theme 
building of the New York World’s 
Fair 1939, will leave here May 2 
for a 125,000-mile goodwill tour of 
2,201 cities of the United States. 


The project will be financed by 
the Buick and Chevrolet divisions 
of General Motors Corp., U. S. 
Rubber Co., United States Steel 
Corp., the Texas Co., and the Yale 
and Towne Mfg. Co. The Ameri- 
can Automobile Assn. will assist 
in its operation. 

Including the direct cost of the 
tour and the collateral advertis- 
ing expenditures in newspapers, 
magazines, radio programs, win- 
dow displays and souvenir litera- 
ture by the companies co-operat- 
ing, without consideration of 
“special edition” advertising in 
cities, the total investment in the 
goodwill tour was estimated at 
$690,000 by Grover A. Whalen, 
president of the fair. 


Sponsors of the goodwill tour 
will participate as follows: 


Buick and Chevrolet which are 
furnishing the goodwill cars. 


The Texas Co., which is fur- 
nishing the gasoline, oil and lub- 
rication. 


U. S. Rubber, which is furnish- 
ing the goodwill couriers (driv- 
ers) and the tires for the cars. 
The courier personnel will be 
centered around the 20 field rep- 
resentatives of the Tire Engineer- 
ing & Service division—the only 
field service group of its kind in 
the industry—covering the entire 
country. It will be augmented by 
picked men from the Detroit, 
Indianapolis and Los Angeles 
plants. 


United States Steei Corp., which 


Do You Own More Than One 


Automobile? 


New Used 
4% 


96 


If Not, Would You Be Interested 
in Owning Another? 
Automobile Owners 


If So, Would You Prefer 


Automobile Owners 
New Used 


86% 54% 
46 
Digging deeper into the auto- 
motive market problem, the 
Journal made a subsidiary study 
to determine the problems with 
which the dealer is faced and 
what efforts he makes to solve 
them. This part of the survey 
should prove especially interesting 
to dealers since they can check 
their own reactions with those of 
other dealers, The following tables 
represent answers given by deal- 
ers selling all popular makes of 
cars: 


Method of Used Automobile 


Wholesale 
Retail 
Junked 


(Continued on Page 11, Col. 1) 








made the stainless steel models 
of the trylon and perisphere at- 
tached to the roofs of the cars. 


Yale and Towne Mfg. Co., which 
manufactured the official keys to 
the fair to be presented to Presi- 
dent Roosevelt and the governors. 


The American Automobile Assn. 
which compiled the _ itineraries 
and routings and are furnishing 
the drivers membership protec- 
tion. Secretaries or managers of 
local AAA units will act as chair- 
men of local sponsors reception 
committee and will make prepara- 
tion for local receptions and 
parades. 

Governors of various. states, 
who have been notified of the ap- 
proaching departure of the tour 
for the state capitals, have volun- 
teered to greet the goodwill cars 
and take part in ceremonies in 
which they will be given keys to 
the fair and letters of, greeting 
from Gov. Herbert H. Lehman 
and Whalen. 


In each case also the governors 
will accept a model of the trylon 
and perisphere to be placed on 
display in the 48 state capitol 
buildings as a permanent fair ex- 
hibit. These models, together with 
the American flag, the fair 
emblem, the respective state flags 
and ornate “keys to the fair” will 
decorate each of the cars dis- 
patched to the states. The forty- 
ninth car will be sent to the 
White House in Washington with 
a gift for President Roosevelt. 


At the end of the ceremonies 
in the capital cities, each governor 
will sign a scroll of honor, which 
will be taken in each state to the 
mayor of every city of 5,000 or 
more population, later to be dis- 
played in the capitol building. In 
each community, on a small scale, 
the state capitol ceremony will be 
repeated. 


Some of the drivers, who will 
be picked men from the organi- 
zation of the U. S. Rubber Co., 
will be on the road for three 
months before the tour has 
reached the last of the 2,201 
cities. In most cases they will be 
residents of the states to which 
they will be assigned on tour. 

Statistics gained from the tour 
will be used by sponsoring cor- 
porations in advertising cam- 
paigns throughout the rest of the 
year. 


Chevrolet Shifts 
Several Others 
In Field Force 


DETROIT.- treoniiniiil re- 
cent field promotions and trans- 
fers, W. E. Holler, general sales 
manager of Chevrolet, this week 
made public six additional 
changes in the company’s zone 
organization. 

J. L. Connell, zone manager at 
Des Moines since 1936, has been 
promoted to the corresponding post 
in New Orleans. He succeeds Earl 
S. Graham, who becomes zone 
manager at Houston, Tex. The 
latter takes the position vacated 
by I. X. Sarvis, whose appoint- 
ment as midwest assistant re- 
gional manager in charge of used 
car operations, was recently an- 
nounced. 

E. J. McClees, manager of the 
Detroit zone since 1937, and for 
three years before that manager 
of the Flint zone, has been named 
Des Moines zone manager, suc- 
ceeding Connell. McClees’ former 
post in Detroit is filled by R. E. 
O’Brien, for the past two and a 
half years city sales manager at 
that point. O’Brien has been with 
the company since 1932, serving 
at Norwood, O., and Detroit. 

C. W. Wood, former service and 
mechanical manager, becomes 
zone manager at Davenport, Ia., 
following the transfer of R. C. 
Watson, former manager at that 
point, to special assignments in 
the Great Lakes region, with 
headquarters at Janesville, Wis. 


Studebaker Truck 
Sales Up Sharply 


MONTREAL.—With factory 
shipments of Studebaker trucks 
during March 37 per cent ahead 
of the same month last year, it 
was the 14th consecutive month 
in which truck sales have sub- 
stantially surpassed those of the 
identical month in the previous 
year, according to D. C. Gaskin, 
sales manager of the Studebaker 
Corp. of Canada, Ltd. 

“Factory sales of our commer- 
cial cars during the quarter just 
finished were the third best when 
compared to any similar period in 
our history,” Gaskin said. “We 
enter April with 30 per cent more 
truck orders on file than at the 
same time last year.” 


NM. i. Fuel Price-Fixing 


Proposal Is Defeated 
TRENTON, N. J.—Lobby pres- 
sure from gasoline retailers, who 
thronged the legislative halls here 
this week, failed to win senate 
approval of legislation creating a 
new state board with gasoline 
price-fixing powers. 

Although previously approved 
by the house, the legislation has 
not been released from the senate 
miscellaneous business committee 
and indications are it may remain 
buried there for the duration of 
the session. 





A gull 


* SPRING SALES PROGRAM of Studebaker receives concentrated 
attention at conference at the company’s new wholesale branch in 
Buffalo. Behind the desk is H. B. O’Neil, new regional manager; op- 
posite is F. N. Dalton, manager of branch accounting department at 
home office; at the back, left to right: W. A. Kelver, E. Aurora, N. Y., 
dealer; and Frank Sullivan, associated with Edward F. Hoffman, 


Buffalo dealer. 





Baruch Urges 


Congressmen To 
Assist Business 


By William Ullman 
Staff Correspondent, ADN 

WASHINGTON.—The determi- 
nation of the senate to stand firm 
for modification of federal taxes 
which industry and business be- 
lieve are proving obstacles to re- 
covery gained strength here this 
week, in spite of administration 
opposition. One of the notable 
developments was the appearance 
on Capitol Hill of Bernard M. 
Baruch, close friend of President 
Roosevelt who does not hesitate 
to criticize New Deal moves when 
he regards them as being in the 
wrong direction. The New York 
financier impressed upon congress 
confidantes that a sympathetic 
attitude on the part of tax bill 
framers is imperative to assist 
recovery and encourage re- 
employment by industry. 

Coincidentally, the Byrnes spe- 
cial senate committee, which some 
weeks ago exhaustively investi- 
gated the unemployment and 
relief problem, reported that en- 
actment of tax legislation along 
the lines of the senate bill “will 
be exceedingly helpful in stem- 
ming the present recession.” The 
senate bill would repeal the un- 
distributed profits tax and modify 
the capital gains levy. House con- 
ferees, egged on by the White 
House, are opposing these features 
of the pending legislation, with 
senate conferees as stoutly de- 
fending them. There is some in- 
dication, however, that house 
assent may be obtained, the 
senate conferees demanding that 
the whole house be given a chance 
to go on record through a test 
vote. The Byrnes committee re- 
port is regarded as an effective 
lever in this direction. 

In the meantime official Wash- 
ington was somewhat cheered by 
disclosure that carloadings took a 
contra-seasonal spurt last week. 
It is estimated that revenue 
freight traffic reached a total of 
535,000 cars against 521,978 the 
previous week. This rise created 


how \s4Aa 


TUNNELING 
THE ROCKIES 


WITH NICKEL ALLOY STEELS 


Tracing the application of indus- 
trial equipment produced by auto- 
motive manufacturers, we find a 
scraper-loader digging the Twin 
Lakes tunnel in Colorado. This 
heavy-duty machine is built by 
the Sullivan Machinery Com- 
pany, Claremont, New Hamp- 
shire. To be safe underground 
the manufacturer insists upon 
high-grade materials—tough, 
strong, and wear-resistant. The 
driving motors employ heat- 
treated Nickel-chromium steel 
for shafts and _  case-hardened 
Nickel-moly steel for gears. In- 
teresting accessories used on this 
machine are roller sheaves, a pair 
of which are used for operating 
the cables. To take the brunt of 
terrific loads and wear due to 
abrasion from steel cables, these 
sheaves are made of cast Nickel- 
chromium steel, heat-treated to a 
hardness of 375 Brinell and de- 
veloping a_ ten- 
sile strength of 
180,000 p.s.i. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Senate Stands Firm on Tax Modification 


ROOM FOR NINE, this new Plymouth seven-passenger model is 
built on a special 132-inch wheelbase, and measures 214 inches over- 
all. There’s room for three on auxiliary seats of new design, plus 
space for six passengers in the front and back seats. 


New Line of *4-Ton Trucks 


Is Announced by Dodge 


DETROIT—A new line of 
Dodge %-ton trucks was an- 
nounced this week by Joseph D. 
Burke, director of truck sales, 
Dodge division of Chrysler Corp. 

Wide utility, low price and 
economy of operation are claimed 





See photo 





for the new line, which is de- 
signed for bakers, launderers, 
florists, dry cleaners and other 
operators who require a greater 


a feeling in railroad circles that a 
base for an uptrend in traffic at 
last has been established. 

Washington will keep an eye on 
Detroit next week, for, looking to 
the automotive industry to lead 
the way out of present economic 
doldrums, officials are anxious to 
see what comes out of the an- 
nual convention of the National 
Automobile Dealers’ Assn. and 
the coincident automotive fair 
trade practice conference called 
by the federal trade commission. 
They are particularly interested 
in learning what the dealers want 
done toward solving the used car 
problem. 

For several weeks there has 
reposed at the White House a 
report from Secretary of Com- 
merce Roper summarizing the 
ideas of 50-odd automobile deal- 
ers and a like number of other 
business men on the subject, as 
recorded in ADN Apr. 2. Presi- 
dent Roosevelt has made no com- 
ment on the report, which contains 
suggestions from the trade which, 
if adopted, would require con- 
gressional action. These had to 
do with proposed federal partici- 
pation in scrapping program and 
financial aid in such plans. 


SAE preereesee: 
Revised Schedule 


NEW YORK.—The revised 
schedule of national and regional 
meetings of the Society of Auto- 
motive Engineers is announced as 
follows: 

APRIL 
28-29—SAE Section-Regional Transportation 
and Maintenance Meeting (Public Util- 
ity Fleet Operations), Hotel Statler, 
Cleveland, Ohio. 


JUNE 
12-17—SAE Summer Meeting, the Greenbrier, 
White Sulphur Springs, W. Va. 


OCTOBER 
6- 7—SAE National Regional Fuels and Lub 
ricants Meeting, Tulsa, Okla. 
13-15—SAE National Aircraft Production Meet- 
ing, Ambassador Hotel, Los Angeles, 
Calif. 
NOVEMBER 


14—SAE Annual] Dinner, Commodore Hotel, | 


New York, N. Y. 
30-Dec. 1—-SAE National Production Meeting, 
Milwaukee, Wis. 


JANUARY 


9-13, 1939—SAE Annual Meeting, Detroit, 


Mich, 

“A Word in Edgewise,” a regular 
feature by George M. Slocum, offers 
a unique viewpoint from the motor 
world. 








load space than is found in the 
%-ton commercial car but whose 
loads are smaller than those 
handled by 1 and 1%%-ton trucks. 

The new vehicles carry a maxi- 
mum gross weight rating of 5,200 
pounds. 

The line is available in two 
wheelbase lengths and body sizes. 
Chassis with flat cowl face, 
chassis and cab, express, stake 
and platform body types are 
available on a 120-inch wheelbase 
while the aforementioned, plus 
panel and canopy models, are 
available on a 136-inch wheelbase. 

Dimensions from back of cab 
to center of rear axle are 41 11/16 
and 57 11/16 inches and from the 
cowl to center: of rear axle, 80 
63/64 and 96 63/64 inches, re- 
spectively, on the 120-inch and 
136-inch wheelbase chassis. 

The engine has 218.06 cubic 
inch displacement with 3%-inch 
bore, 4 1/16-inch stroke and de- 
velops 75 horsepower. Its four 
points of suspension are cush- 
ioned in rubber. Other mechanical 
features of the engine are exhaust 
valve seat inserts, by-pass therm- 
ostat, water distributor tube and 
full length water jackets. 

This %-ton Dodge has a heavy 
truck type of frame that is 6% 
inches deep, with strong cross- 
members to increase torsional 
rigidity. 


Karl W. Donenwirth 


CANTON, O.—Karl W. Donen- 
wirth, 55, vice-president of the Dine- 
DeWees Co. since its organization, 
died here Apr. 16 after a long 
illness. 





TAKING THE ROAD on a tour 
of Graham dealerships are the 
grand prize trophies won by 
Graham-Paige Motors Corp. in 
the revived Yosemite Economy 
Runs conducted by Gilmore Oil 
Co. On the left is the 1936 trophy, 
the 1937 trophy is at the right and 
the large trophy in the center is 
for 1938. Other trophies are 
awards for lesser honors. 





Plymouth Adds 


7-Passenger to 


Its °38 Models 


DETROIT.—The biggest Plym- 
outh seven-passenger model ever 
built was added this week to the 
company’s 1938 line, with produc- 
tion already under way and ship- 
ments now being made to Plym- 
outh dealers. 

A four-door touring sedan with 
built-in trunk, the new seven- 
passenger model has a wheelbase 
of 132 inches, and measures 
slightly more than 214 inches 
from bumper to bumper. 

Of a design recently introduced 
by Plymouth, auxiliary seats of 
the new seven-passenger, which 
fold away in the back of the 
front seat when not in use, are 
the latest type. These extra seats 
are said to be four inches wider 
than seats formerly considered 
adequate, and are built three 
inches closer together, providing 
comfortable accommodation for 
three passengers. 

Exceptionally wide doors and 
correspondingly large windows 
provide maximum visibility for 
all passengers. Gear ratio is in- 
creased from the 4.1 of other 1938 
Plymouth models, to 4.3 to 1, for 
reserve power when carrying nine 
adult passengers. 


Bantam to Close 
For Program of 


Plant Expansion 


BUTLER, Pa.— Rounding out 
four months of uninterrupted 
full-time production, the Ameri- 
can Bantam Car Co. will shut 
down its production line Apr. 22 
for two weeks for plant improve- 
ments and enlargements neces- 
sary to take care of increasing 
demand for Bantam cars and 
trucks, it is announced by Roy S. 
Evans, president. The production 
department alone is affected. All 
other departments will continue 
in full swing. Production will be 
resumed May 9. 

As the present capacity of the 
body department has already been 
reached, extensive alterations and 
enlargements will be made to in- 
crease production in this depart- 
ment, Evans said. The chassis 
division which is capable of pro- 
ducing 200 units a day will not be 
changed. 

When manufacturing resumes, 
the company will start production 
on a new Bantam commercial 
trailer. Although this trailer is 
designed particularly for use with 
Bantam units, it is equally suit- 
able for any other automotive 
vehicle. As an auxiliary to Bantam 
units, it will offer greater payload 
capacity than that of Bantam 
%-ton trucks, Evans pointed out. 

Another Bantam newcomer will 
be a new commercial body type 
which will augment the company’s 
present line. 

Bantam “60” production has 
risen each month in 1938, Evans 
said. February showed an in- 
crease of 20.3 per cent over Janu- 
ary figures, while March produc- 
tion was 29.1 per cent above 
February output. 


Murray Is Named 
District Manager 


BUTLER, Pa. — E. B. Murray 
has been named district manager 
for the American Bantam Car Co. 
in Ohio and Michigan, it is an- 
nounced by A. C. Olander, sales 
manager. 

Murray has been connected with 
automotive concerns for over 20 
years and comes to Bantam from 
Evans Operations, Atlanta. 


THE Mandarid 
bbel as hee 


Helping to Make 
MODERN MOTOR 


EFFICIENCIES 
POSSIBLE 


The efficiency of the power 
plant in the modern motor 
car at which the buying 
public marvels has been 
brought about by consistent 
engineering development 
and improvements... not 
the least of which was the 
perfection of the Sylphon 
Thermostat. 


That simple littledevice now 
the standard thermostat of 
America’s leading automo- 
tive manufacturers, makes 
possible the accurate con- 
trol of circulating water 
temperatures...has aided 
materially in the develop- 
ment of today’s efficient 
engines. 


YLPHON 
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1. The 


STEERING 


A TRUE 


COURSE 


Toward a Finer and Finer Factory-Dealer Relationship 


YEAR AFTER YEAR 


UTOMOBILE DEALERS, within and without the Chevrolet 
organization, are fully aware of the fact that Chevrolet has long 
been the acknowledged leader in the important task of improving 
factory-dealer relationships as well as in other phases of automotive 
merchandising and selling. 
And dealers everywhere have become increasingly aware of this 
fact as a result of four great forward steps which Chevrolet has taken 
for the benefit of its dealer body during the last four and a half years. 


Briefly, these four major developments may be described as 


follows: 

inauguration of THE QUALITY DEALER PROGRAM—often 
described as the most basic policy ever announced for the industry—whereby 
Chevrolet builds its operations around quality dealers rather than quantities 
of dealers, to the distinct advantage of both factory and dealer organizations. 

. The development of THE DEALER COMMITTEE SYSTEM OF OPER- 
ATION, which gives Chevrolet dealers a direct voice in formulating Chevrolet 
sales policies through the medium of zone meetings, regional meetings and 
national meetings every month, and which has functioned so effectively that 
62 per cent of all ideas presented by dealers during the last eighteen months 


have been adopted by the factory. 


. The addition of a great separate NATIONAL USED CAR ORGANI- 


ZATION, with two assistant general sales managers, regional organizations 
and zone organizations, to cope with the industry’s most difficult problem by 
conducting a consistent and continuous planned program for the sale of used 
cars. (Chevrolet dealers have sold more than 100,000 used cars every month 
for 36 consecutive months—a total of 5.400.000 used cars during the last 
three years!) 


. The creation of the new CHEVROLET SCHOOL OF MODERN 
MERCHANDISING AND MANAGEMENT for Chevrolet dealers’ sons 
exclusively—the first attempt by a great industrial company to train young 
men for responsible positions in its dealer organization—designed to give 
Chevrolet dealers’ sons practical training in the automobile business and 
prepare them to follow in their fathers’ footsteps as Chevrolet dealers. 
This week 27 dealers’ sons graduated. 

With the aid of these and many other instrumentalities of 
service, Chevrolet is steering a true course toward a finer and 
finer factory-dealer relationship, and toward greater and greater 


success for the factory and dealer organization, year after year. 


The policies, the interests, the aims—and, beyond these the 
accomplishments—of the Chevrolet Motor Division and the Chevrolet 
dealer organization are one and the same. And _ that, perhaps, 
explains why Chevrolet dealers say, as they so often do, “When you 


have the Chevrolet franchise you have friends.” 


CHEVROLET MOTOR DIVISION, General Motors Sales Corporation, DETROIT, MICHIGAN 


SOUND POLICIES AND FRIENDLY DEALER 
RELATIONSHIPS ESTABLISHED AND 
MAINTAINED FOR YEARS 


yl 
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th Dimension 


The News of Automotive Advertising 


By Pete Wemhoff 


Speakers 

Paul Garrett, GM’s public rela- 
tions director, was one of the 
principal speakers at Friday’s 
session of the American Assn. of 
Advertising Agencies’ 2ist an- 
nual powwow in White Sulphur 
Springs, W. Va. (See story on 
this page.) 

Theme of Friday’s session was 
relationship between public and 
business, and other speakers in- 
cluded B. C. Forbes, W. Averill 
Harriman, board chairman, Union 
Pacific, and part-owner of News- 
week; and Henry Eckhardt, board 
chairman, Kenyon & Eckhardt, 
Inc. 


Moments 

Songster James Melton is 
featured in the new series of 
Musical Moments programs 
Campbell-Ewald is releasing for 
Chevrolet, beginning Apr. 24. New 
broadcasts, to be heard over 268 
stations, will start simultaneously 
with a nationwide Chevrolet con- 
test, in which six deluxe cars will 
be awarded. 

Graham McNamee will continue 
as m. c, of ozone shows, with the 
Songsmiths, male quartet, and 
Victor Arden’s ork on the pro- 
gram. 


Director 

W. H. Carey, with Time mags 
since 1929, is appointed adrector 
for Fortune. Stephen R. Hoye 
continues as admanager. 

Shortly after joining Time’s 
adstaff in 1929, Carey was trans- 
ferred to Fortune, which he 
repped for five years. In 1934 
he became assistant admanager 


AR buyers always have a han- 

kering to visit the factory— 
take delivery there—and drive 
their new cars home. In the past, 
however, time and expense have 
made this impractical. 

But now, American Airlines— 
with its fast, convenient service 
to Detroit makes it possible . . . 
and pleasant! Now your custom- 
ers can buy their new cars at reg- 
ular delivery prices. The saving 
in freight charges is ample to pro- 
vide them with a free air ticket to 
Detroit, plus an additional cash 


Automotive 
On the Air 


Standard) 
cas. 


(All Time, Eastern 


CHRYSLER—Thursday, 9:00 p.m., 
Major Bowes’ Amateur Hour. 
FORD—Tuesday, 9:00 p.m., CBS. 
“Watch the Fun Go By.’’—with Al Pearce. 

Sunday, 9:00 p.m., CBS. 

Ford Sunday Evening Hour. 
WASH—Saturday, 9:00 p.m., CBS. 

“Professor Quiz.’* 


and later associate admanager of 
Time. In 1936, Carey became 
associate manager of Life, with 
charge of Chicago and Pacific 
Coast offices. 


Cows 

Last call has been issued for 
annual Advertising Men’s Cow 
Judging contest, conducted by 
Hoard’s Dairyman. 

Metal placques awaiting first 
five winners in contest closing 
Apr. 25. 


Chance 

Pontiac pressmen and drillers, 
with Robert Taylorish ambi- 
tions, will have extra roles in 
General Motors’ forthcoming 
flicker, “Handled with Pride,” 
which stresses craftsmanship of 
GM products. 

Pontiac plant is locale for 
film, with Jack Mulhall as head- 
liner. Opus will be released first 
at GM clubs throughout coun- 
try, following which it’ll be 
made available to public. 


£9 /R TRIP 
Fee 


allowance to defray expenses on 
the way home. 

This is one of the “small” sell- 
ing points that so often make a 
big difference. Bear it in mind 
and try it on your next prospect. 
And remember—his free air trip 
will be as a guest of American— 
the air line that carries more pas- 
sengers than any other in the 
world—the air line everyone takes 
to Detroit! 

FOR INFORMATION: 


Call your local American Airlines ticket office 
—or write to M. D. Miller, American Air- 
lines, Inc., 20 N. Wacker Drive, Chicago, Ill. 


AMERICAN AIRLINES 7. 











Film 

“Materials,” comprehensive 
flicker picturing sources of ma- 
terials used in making cars, is 
being previewed by Chevrolet 
before congressmen, govern- 
ment and trade officials. 

Opus required 2% years to 
film, with more than 50,000 feet 
of film shot and then trimmed 
down to 2,200 feet. Five camera 
crews worked at seasonal times 
in different parts of country to 
snap materials being mined, 
smelted or farmed, taken from 
forests, etc., and transformed 
into usable products for fac- 
tories. 

Following previewing period, 
Chevrolet will ship flicker out 
for use by luncheon clubs, 
schools, neighborhood film 
houses, etc. 


Chatter 


May 7 issue of Saturday Eve- 
ning Post (128 pages with 55 per 
cent advertising) will be biggest 
edition this year. . . . Sleetex Co., 
Inc., New York, transfers account 
to Picard Advertising, Inc. .. . 
Louis L. Robbins, formerly with 
Hearst sheets and Curtis Pub. 
Co., joins New York sales staff 
of Newsweek. . . . Ernest Geyer 
named exploitation director in 
Cleveland area for Jam Handy 
commercial pix. .. . George Ben- 
neyan, promotion mgr. of News- 
week, named head of research, 
promotion dept., bureau of adver- 
tising, American Newspaper Pub- 
lishers’ Assn. 


Alemite Offering 
New Oil Cup For 
On-Road Service 


CHICAGO.—A new type Ale- 
mite hydraulic reservoir cup, de- 
signed for on-the-road replenish- 
ment of grease in heavy-duty 
motor car bearings, is announced 
by the Stewart-Warner Corp. It 
is said to provide an automatic, 
constant and controlled flow of 
grease or semi-fluid oil to king 
pins, spring shackles, and other 
bearings which are subject to 
heavy wear. 

As close-fitting bearings have 
no room to store much lubricant, 
it has been found that in heavy- 
duty, long-haul service some bear- 
ings often become dangerously 
dry while others remain ade- 
quately lubricated. Increasing the 
frequency of periodic greasing of 
all bearings is a needless expense. 

The operator follows the same 
procedure in applying lubricant 
to a bearing, equipped with the 
new reservoir cup, as he would 
any other bearing equipped with 
a high pressure fitting. The cup 
stores grease and supplies it to 
bearings as needed. It is filled 
through an Alemite fitting on its 
side. An automatic, patented shut- 
off valve protects the reservoir 
from damage by high pressures, 
even those up to 10,000 pounds 
per square inch. 


Shaeffer Named 
Wood Engineer 


DETROIT.—Jack B. Haile, gen- 
eral manager of the road ma- 
chinery division of Gar Wood 
Industries, Inc., announces the 
appointment of Geo. D. Shaeffer 
as chief engineer of that division. 

Shaeffer was chief engineer for 
the past 11 years of the road 
machinery division of the W. A. 
Riddel Corp., Bucyrus, O. He was 
also with the Allis-Chalmers Mfg. 
Co.’s road machinery division for 
several years. 


Record Month Adds 


56 Cadillac Dealers 
DETROIT.— The most active 
period of expansion in Cadillac- 
LaSalle dealer ranks in more than 
two years was reported this week 
by D. E. Ahrens, general sales 
manager. 

During the past month, Ahrens 
said, 56 new d. \ers from all sec- 
tions of the country have been 
added to the Cadillac - LaSalle 
roster. ; 


" 


THIS IS THE NEW Chevrolet 


That's a good sign for! 


any car son Ue 


HYDRAULIC 
Er V4 


poster, being displayed on nation’s 


billboards from April 15 to May 16. 


Public Relations is Held 
Industry’s Biggest Job 


WHITE SULPHUR SPRINGS, 
W. Va.—Industry in this country 
has developed the greatest sys- 

tem in all his- 
tory for making 
things consum- 
ers want but it 
has been “in- 
excusably stu- 
pid” in failing 
to let consumers 
know how the 
plan of large 
scale enterprise 
is the thing di- 
rectly respon- 

P. W. Garrett sible for provid- 

ing Americans 
with the highest standard of liv- 
ing known to mankind, declared 
Paul W. Garrett, director of 
public relations of General Motors 
Corp., in a talk delivered here, 
Friday, at the 21st annual con- 
vention of the American Assn. of 
Advertising Agencies. 


Takes ’Em to Task 

Garrett took industry to task 
for allowing itself so often to 
become frightened at the “smear 
technique of the opposition,” and 
for holding the notion that if it 
moves at all it must move with 
subterfuge, in secrecy, with doubt 
of its approach. He called upon 
industry to “shake off its leth- 
argy” and talk to consumers in 
terms of their own _ interest 
against “the torrent of fallacies 
that prevail, and “make the 
American plan of industry stick.” 
His talk was titled “Public Rela- 
tions—Industry’s No. 1 Job.” 

“Co-incident with a decline in 
the spirit of free governments of 
the world, and as a direct out- 
growth of it,” said Garrett, “has 
come a challenge to that institu- 
tion so firmly imbedded in Ameri- 
can tradition known as private 
enterprise, It has been thrown 
into confusion, not because of 
any inherent or _ irremediable 
weakness within itself, but be- 
cause it has failed to make clear 
to people the philosophy and 
principles of its own existence. 
Industry’s destiny rests and must 
necessarily rest not on the sys- 
tem’s benefits to capital, not on 
its benefits to labor, but in the 
final analysis on its benefits to 
that most important group that is 
the common denominator of all— 
the consumer. 

Unbelievably Stupid 

“We have been unbelievably 
stupid in our failure to give him 
an understanding of how it is 
that consumer dreams and de- | 
sires become realities under our) 
system of large scale enterprise. | 
| Public relations is not something 
that can be applied to a particu- 
lar phase of a business—nor is it 
an umbrella covering everything 
but touching nothing. It is rather 
a fundamental attitude of mind— 
a philosophy of management— 
which deliberately and with en- 
lightened selfishness places the 
broad interest of the customer 
first in every decision affecting 
the operation of the business. 

“Public relations is not a spe- 
cialized activity like production, 
engineering, finance, sales. It is 
rather something that cuts 
through all these as the theme 
for each. It is an operating 
philosophy that management 
must seek to apply in everything 
it does and says. 

Garrett cited five public mis- 
conceptions which he said should 





be corrected. They are: “That in- 
dustry is a device operating for 
the unholy benefit of a few 
economic royalists;” “That busi- 
ness went on a ‘sitdown’ strike to 
bring on this depression to em- 
barrass the New Deal and to em- 
barrass labor;” “That the way to 
spread wealth is to divide it, not 
multiply it;” “That the machine 
is driving men into idleness;” 
“That management is overpaid at 
the expense of the workers;” and 
“That bigness in industry is 
synonymous with badness.” 

In conclusion Garrett said the 
objectives of public relations are 
not even to be very difficult of at- 
tainment, as events seem to be 
shaping now, once industry sets 
about its public relations with the 
same serious effort that in eras 
gone by it set about its financing, 
engineering, its production prob- 
lems. There is no place for pub- 
lic relations that connives or 
squirms or distorts facts he 
added. Public relations must be 
honest, frank, open and vigorous. 


Buick Maintains 
Fourth Position 


In March Sales | 


FLINT.—Buick, one of the first 
four in national new car registra- 
tions for March, is maintaining 
this strong position during the 
current month, according to W. 
F. Hufstader, general sales man- 
ager, commenting this week on 
Buick’s spring sales program. 

Hufstader said that March new 
car registrations in states, repre- 
senting about 25 per cent of the 
country, show that Buick is out- 
sold by only the three lowest- 
priced makes of cars and that 
complete registrations covering 
1938 models since their introduc- 
tion last fall show Buick in 
fourth place for October, Novem- 
ber, December, January and Feb- 
ruary, with a total of 170,377 
registrations. 

He listed the following major 
markets where this make has 
bettered the national average by 
obtaining third position: New 
York metropolitan area; Detroit 
and Wayne County, Mich.; Pitts- 
burgh and Alleghany County, Pa.; 
Dallas, Tex.; Denver; El Paso, 
Tex.; Oakland, Calif., and Wash- 
ington, D. C. 


To feel the pulse of the industry, 


consistent reading of Automotive 
Daily News is a necessity. 


DELTA 
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Competent Enginecring 
Consistent Prices and 
Reliable Deliveries 


DELTA ELECTRIC COMPANY 
Dept. 900, Marion, Ind 
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Consumer Preference Shown in Milwaukee Poll 


Dealers and Salesmen 


Also Covered in Survey 


(Continued from Page 6) 


Have You Adopted Any Plan to 
Guarantee That Each of Your 
Salesmen Is Regularly Studying 


and Applying Better Selling Ideas? 
58% 


Partial Plan 
Subjects on Which Dealers Believe 
Their Salesmen Should Have 
Additional Information 
Sales Closing Procedure 
Finding the Prospect 
Selling the Difference 
Answering Objections 
Qualifications of Successful 
Salesman 
Market for Automobiles 
Classifying Prospects 
Sales Presentation Ideas.. 
Use of Selling Tools 
Using the Owner 
Product Facts 
The Selling Process 
Sales Approach 
Handling Competition 
Demonstration Ideas 
Sales Supervision 
Others 
Regular Sales Meetings Are Held 
by 89% of Dealers 


Irregularly 
Do You Set Personal Quotas for 
Each Salesman and Offer Him 
Special Incentives to Pass 
the Quota? 
Frequently 
Occasionally 


Never 
Methods of Retail Salesman 
Compensation 


Commission 

Bonus 

Combination 

Average Unit Volume in 1936 and 


1937, and Expected Veruaee in 1938 
1937 1938 


New Automobiles . . 344 357 279 
Used Automobiles .. 597 587 309 
Average Sales Manpower 
Total Number of Men Selling. 9.2 

New Automobiles Only 
Used Automobiles 
New and Used Automobiles... 
Average Annual Unit Sales 
Per Man 
Total New and Used 
New Automobiles 
Used Automobiles 
Is Your Factory or Distributor 
Giving You All the Sales Help 
You Desire? 


Other Help Desired 
Advertising and Promotion 
of Used Cars 
Junking Plan 
Advertising 
All Others 
Merchandising Essentials Upon 
Which Dealers Would Like 
Additional Information 
Trade-In Allowances 
Hiring Salesmen 
Training Salesmen 
Sales Meeting Procedure.... 
Classified Advertising Pro- 
cedure 
Incentive Contests for Sales- 


Publicity Procedure 
Group Selling 
Advertising Procedure 
Demonstration Plans 
Use of Promotional Materials 24 
Equipping Salesmen 
Stock Control 
Traffic-Pulling Stunts 
Outside Display 
Outside Selling 
Window Display 
Consumer Finance Plan 
Floor Display 

Most Needed to Increase New 

Automobile Volume 

More Public Confidence .... 
Better Salesmen 
Increased Buying Power.... 
Fewer Dealers 
Better Training 
Lower Prices 
Fewer Salesmen 
More Advertising 
More Sales Proof 





Better Sales Tools 
More Salesmen 
Others 
Most Needed to Increase Used 
Automobile Volume 
Junk Old Models 
Uniform Appraisal Standards 73 
Set All Speedometers Back 
to Zero 
Increased Buying Power .... 
Better Salesmen 
Balanced Stock 
Better Training 
Uniform Reconditioning 
Standards 
Local Advertising 
National Advertising 
Higher Reconditioning 
Standards 
Lower Prices 
Better Sales Tools 
More Salesmen 
Others 
Best Methods of Making More 
Profit on Used Automobile Sales 
Educate Public to Expect 
Less on Trade-Ins 
Reduce Trade-In Allowances 86 
Prevent Trade-In Allowance 
Chiseling 
Improve Appraisal of 
Trade-Ins 
Eliminate Poor Credit Risks. 61 
Improve Selling Methods.... 6 
Provide a Discount Permis- 
sable on Sales with No 
Trade-Ins 
Give Dealer a Greater 
Margin 
Offer Better Product 
Best Methods of Making More 
Profit on Used Automobile Sales 
Foolproof Junking Plan .... 82% 
Elimination of Price 
Chiseling 
Better Appraisal of Trade-Ins By 
Better Knowledge of Selling 
Costs 
Less Price Advertising 
Elimination of Poor Credit 
Risks 
Adequate Markup on Every 
Car Sold 
Co-operative Advertising to 
Sell Cars at Profitable 
Prices 
Most Practical Method of Dis- 
posing of Old Automobiles 
Rigid Inspection of All Cars 
on the Road 
Factory-Dealer Co-operative 
Junking Plan 
Refuse to License Cars After 
They Are a Certain Age.. 
Statewide Junking Plan 
Milwaukee Co-operative 
Junking Plan 


Junking of Old Models Up to 
What Year: 


Do You Find It Necessary to 

Periodically Close Out a Group 

of Used Automobiles at a Loss, 
to Reduce Stocks? 


Annually 

Every 6 Months 

Every 3 Months 

Monthly 

Trregularly 

Do You Maintain Cost Records on 

Every Used Automobile Sale, So 

That You Know Every Item on 
Each Automobile Sold? 


DETAILS OF COST RECORDS 
Price When Taken In 97% 
Repairs and Reconditioning. 95 
Salesman Commission 
Net Profit or Loss 
Additional Equipment 
Overhead 
Guarantee 
Advertising 

Still further the survey turns 
to the automobile salesman to find 
out how he conducts himself, 
where he finds his prospects and 
what his ideas are as to how sales 
can be increased. 
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WIDE UTILITY, low price and economical operation are claimed 
for this new line of Dodge %4-ton trucks, designed for bakers, florists, 
etc. The line, the new panel job of which is shown, is available in two 


wheelbases and sizes. 


DETAILED ANALYSIS OF 
MILWAUKEE AUTOMOTIVE 
USED CAR SALESMAN STUDY 
Type of Salesman 
New Cars Exclusively 
Used Cars Exclusively 


Monthly Income 

Needed for Desired Living 

Standard 
Average Monthly Earnings 

in 1936 
Average Monthly Earnings 

in 1937 
Do You Budget Your Time and 
Follow a Weekly Contact Plan? 
Faithfully 
In Part 
Not at All 

Average Time Each Day Spent 
Selling, 9.4 hours. 

Average Time Spent Talking to 
Prospects, 4.8 hours. 


Estimated Average Percentage 
of Sales 
Closed During Day 
Closed at Night 
Made on Time 


Selling Appeals Upon Which 
Salesman Attempts to Touch 
Safety Features of Modern 
Cars 
Economy of Upkeep ...... 
Attractive Appearance 
Comfort and Convenience... 
Economy of Transportation. . 
Pride of Possession 
Installment Buying Method.. 
Pleasure 
Social Distinction 
Social Necessity 
Luxury 


Sales Essentials Given Attention 
in Presentations and Upon Which 
More Information Is Desired 
Essen- Like 
tials More 


Now Infor- 
Used mation 


19% 


Appeals to Prospect 
Senses 
Proof of Major Sales 
Point 
Appeal to Reasons In- 
fluencing Purchase 68 
Sell the Difference... 63 
Dramatic Description 
of Product Features 61 
Correct Progressive 
Thought Movement 58 
Gaining Agreements 
on Sales Arguments 57 
Effective Expression 
and Delivery 17 
Buying Reasons Which Salesman 
Attempts to Stress 


21 


18 | 
24 


20 
27 


19 


Construction 
Dealer Standing 
Economy 
Manufacturer’s Standing .... 
Beauty 
Roominess 

Price 

Design 

Plus Values 
Terms 

Color and Finish 
Accessories 
Others 


Canvass Calls Needed 
to Find Prospect... 

Presentations to Close 
a Sale 

Demonstrations Needed 
for Each Sale 

Aver. Total Contacts 
Made Per Week.. 





See story on page 7. 


Aver. Serious Sales 
Presentations Per 
Week 
Aver. Number Sales 
Per Week j 
Most Productive Prospect Sources 
Friends and Acquaintances... 21% 
Showroom Customers 
New Car Owners (Sales- 
man’s Make) 
Used Car Lot Customers 
Telephone Canvass 
Selective Canvass 
Group Solicitation 
House to House Canvass.... 
Others 
Do You Believe That a New Car 
Salesman Is a Better Salesman if 
He Also Sells Used Cars? 


Perhaps 


REASONS WHY 

Better Fitted to Understand. 55% 

Keeps Posted on Makes and 
Values 

Specializing Beneficial 

Larger Prospect List 

More Valuable to Dealer.... 

Price 

Depends on Sales Ability.... 

All Others 

Most Necessary to Increase New 

Car Volume 

See More People 

Better Appraisals on Trade- 
Ins 

More Used Automobile 
Stocks 

Increase Buying Power 

More Advertising 

More Hard Work 

Better Salesmen 

Greater Confidence 

Dealer and Salesman Co- 
operation 

Junking Plan 

Working Schedule and 


Follow-Up 
Lower New Automobile 
Prices 
More Demonstrations 
Co-operation from Factory.. 
All Others 
Most Necessary to Increase 
Used Car Volume 
Increase Buying Power 
Price Favorably 
More or Better Advertising. . 
See More People 
Dealer Reliability 
More Sales Effort 
Junking Plan 
Condition Immediately 
Better Display 
Eliminate Chiseling 
Better Salesmen 
All Others 
Remarks and Comments 
Standard Appraisal System.. 
Eliminate “Junkers” 
More or Better Advertising. . 
Dealer Co-operation 
Dealer Reliability 
Reduce Price for Quick 
Turnover 
More Sales Effort 
Increase Buying Power 
Eliminate Chiseling 
Salesman’s Fair Treatment.. 
Improve Car 
Lower Financing Rates 
All Others 
Salesmen’s Rating Ability 
Excellent Salesman 
Good Salesman 
Average Salesman 
Poor Salesman 
Would Prefer Different Job.. 
Salesmen’s Rating of Own 
Sales Effort 
Does His Best All the Time.. 
On the Job—Does All Ex- 
pected of Him 
Try As Hard As Others.... 
Does Enough to Get by and 
Keep Job 
Doesn’t Try Very Hard— 
Would Prefer Something 
Else 
All in all, the survey should 
prove most constructive to Mil- 
waukee dealers in guiding activi- 
ties in the future. Since Milwau- 
kee is neither a giant city nor 
a small town, and since its in- 
come is agricultural, industrial 
and shipping, it may be con- 
sidered quite representative as an 
American city. Findings in Mil- 
waukee are likely to be duplicated 
to a great extent in other centers. 


Platt Named 


PORTLAND, Ore.—James D. Platt 
has been named as western retail 
sales manager of the diesel engine 
division, General Motors Sales Corp. 
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Conditions 


South Cheer Klingler 


PONTIAC.—After five weeks of 
travel through the southwest, the 
south and the Pacific coast region, 

during which he 
obtained first 
hand informa- 
tion as a result 
of across -the- 
desk visits with 
over 300 Pontiac 
dealers, H. J. 
Klingler, general 
manager of 
Pontiac Motors, 
y has returned 
considerably en- 

H. J. Klingler couraged over 

conditions as he found them. 


“Although business of all kinds 
is off considerably,” Klingler re- 
ports, “the optimistic part of the 
picture to me is the attitude of 
dealers in general and the cour- 
age with which they are attacking 
the present situation. 


“They have their businesses un- 
der control, expenses well in hand 
and are feeling remarkably good. 
The business man who is trying 


Coming Events 


APRIL 
23-26—Chicago. Automotive Maintenance Ex- 
hibit, Navy Pier. 
26-29—New York. American Newspaper Pub- 
lishers’ Assn., Hotel Waldorf-Astoria. 
28-29—Cieveland. SAE Section Regional Trans- 
portation and Maintenance Meeting. 
28-May 2—Tallinn, Estonia. Automobile Show. 
MAY 


2- 5—Washington. Chamber of Commerce 
Meeting. 

14-19—Cleveland. American Foundrymen’s Assn., 
Foundry Show. 

20-23—Oslo, Norway. Automobile Show. 


30—Indianapolis. 500-Mile Race. 


JUNE 
12-17—White Sulphur Springs, 
Summer Meeting. 
20-23—Detrolt. Automotive Engine Rebuilders 
Assn., Annual Convention, Book-Cadillac 
Hotel. 

20-24—St. Louis. American Society of Me- 
chanical Engineers. 

27-July i—Atlantic City, N.J. American Society 
of Mechanical Engineers, Annual Meet- 
ing. 


W. Va. SAE 


OCTOBER 

15-23—Prague, Czechoslovakia. Automobile 
Show. 

NOVEMBER 
9-15—New York. National Motor Truck Show. 
1i-18—New York. National Automobile Show. 
11-18—Pittsburgh. Automobile Show. 
11-19—Detroit. Automobile Show. 
12-19—Chicago. Automobile Show. 
12-19—Philadeiphia. Automobile Show.* 
12-19-—-Milwaukee. Automobile Show. 
12-19—Columbus, 0. Automobile Show. 
12-19—Buffalo. Automobile Show. 
12-19-——-Minneapolis. Automobile Show. 
12-19—-San Francisco. Automobile Show.* 
12-20—Los Angeles. Automobile Show. 
14-19—Eimira, N. Y. Automobile Show.* 
14-19——New Haven, Conn. Automobile Show. 
19-26—Baltimore. Automobile Show. 
19-26—Washington, D. C. Automobile Show.* 
20-26—Cincinnati. Automobile Show.* 
20-27—-St. Louis. Automobile Show.* 
26-Dec. 3—Newark. Automobile Show. 

DECEMBER 
5-10—Denver. Automobile Show. 

N.B.—Omaha and Kansas City have voted 

not to hold automobile shows this year. 
“Tentative. 


GOING 
BUSINESS 


(Machine Plant) 


FOR SALE 


A completely equipped and 
operating machine plant in 
Ohio is offered for sale by a 
company seeking capital for 
other branches of its business. 
Present operation consists of 
machining on contract basis 
for several large customers, 
No purchase of additional 
production equipment re- 
quired. Business requires no 
investment in productive 
material. Good labor rates 
and conditions in small com- 
munity. Land area approxi- 
mately two acres. Factory 
buildings of brick, steel and 
concrete with sprinkler sys- 
tems throughout, 48,000 
square feet floor space. 
Priced attractively for im- 
mediate sale. For informa- 
tion address Box 155, Auto- 
motive Daily News, 527 New 
Center Blidg., Detroit, Mich. 
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Engineer Suggests Means 
Of Cutting Costs ot Cars 


in West, 


hard today is getting business. In 
my opinion, there are enough peo- 
ple in the country with money to 
spend, who have the courage to 
buy automobiles and other kinds 
of goods now from the business 
man who is trying hard and not 
radiating gloom.” 

Asked for his opinion of the 
National Used Car Exchange Week 
of a short time ago, Klingler said 
he thought it was very helpful; 
that the large amount of advertis- 
ing copy carried by newspapers 
and the fine editorial support that 
was given generally resulted in a 
large volume of used car business 
and had a beneficial effect on the 
industry as a whole. 

“Sixty to 90 days ago we were 
deeply concerned about the used 
car situation,” he said. “But to- 
day the picture is much brighter. 
The public was quick to accept 
bargains offered in used cars, 
realizing that the modern auto- 
mobile may be depended on to go 
thousands of miles farther than 
those built prior to 1932. 


“The average Pontiac dealer to- 


Studebaker Names 
O’Neil as Head of 
Buffalo Branch 


SOUTH BEND.—Studebaker is 
expanding its sales activities by 
opening a new wholesale branch 
in Buffalo, according to Geo. D. 
Keller, vice-president in charge of 
sales. The new branch is located 
at 1234 Main street. 


Harry B. O'Neil, new regional 
manager, was formerly district 
manager in the New York City 
area. F. L. Strong will continue 
as district manager in the Buffalo 
territory. H. R. Morrissey, who 
has been district manager in the 
New York branch territory, was 
transferred to the new Buffalo 
branch. B. L. Moorhead of South 
Bend will be located in the new 
branch headquarters. A. L. Mapes 
was transferred from the home 
office in South Bend and will 
serve as cashier. 


William Ogg Fitzgerald’s famous 
cartoons appear exclusively in Auto- 
motive Daily News. 


Total, 21 States 
for March 


day is in fairly good shape, both 
as to new and used car inven- 
tories. For the first time since 
December new car inventories are 
under control. Orders are coming 
to the factory at a considerably 
faster rate with the result that 
our plants now are running three 
and four days a week. However, 
no cars are being built except on 
dealers’ orders.” 

Klingler will leave within a few 
days on another extended tour of 
personal investigation, this time 
driving through the east and call- 
ing on Pontiac dealers from Bos- 
ton to New York City and on to 
Philadelphia, Baltimore, Wash- 
ington, and Richmond, Va. 


Whitehead Medal Opens 


Assembly Plant in N. Y. 


NEW YORK.— The Whitehead 
Metal Products Co. has opened its 
new warehouse and assembly 
plant on West Tenth Street here, 
officials announce. 

The company is now a subsid- 


iary of the International Nickel 
Co. 


DETROIT. — Four- speed cars 
with automatic overdrive trans- 
missions which would make 
smaller engines practical, were 
suggested here at the SAE’s na- 
tional passenger car meeting by 
S. O. White, chief engineer of the 
Warner Gear Co. 

“A smaller engine would reduce 
the size, weight and cost of every- 
thing from the engine itself back 
to the rear axle,” White said. “In 
view of the necessity for a reduc- 
tion in car costs that we are now 
facing, this is just being thrown 
out as a suggestion which, while 
neither new nor original, may be 
worth rechecking at this time.” 

In reporting the paper for ADN 
at the time of the meeting, the 
method by which White obtained 
the prognostications regarding 
“Transmission and Control De- 
velopments” was omitted in edit- 
ing the copy. His paper was pre- 


sented in two parts. It was from 
the appendix or second part that 
the “important prognostications” 
were taken. They were obtained 
in the following manner: In- 
quiries were sent to a number of 
representative men in the indus- 
try, asking for a few brief com- 
ments on the trend of transmis- 
sion and control design. These 
were quoted anonymously. They 
represent a symposium of the in- 
dustry’s representative men, not 
White’s personal opinion.—C.S.R. 


National Names Wray 


LOS ANGELES.—Park Q. Wray 
has been chosen general manager of 
National Motor Bearing’s replace- 
ment division. Under Wray’s guid- 
ance National will inaugurate an 
aggressive merchandising program 
covering its complete line of oil seals 
and shims. 
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NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York srea which are compiled by Sherlock & Arnold 
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Passenger Car Registrations 
January, plus 48 States for February, plus 33 for March 


ted Head 


of Cleveland Dealers 


CLEVELAND. — The Cleveland 
Automotive Trade Assn.,_ into 
which all groups of dealers are 
now united, last week elected a 
new board of representatives. The 
newly chosen board then elected 
the following officers: 

President, Ernest Dowd; first 
vice-president, Birkett L. Wil- 
liams; second vice-president, A. L. 
Englander; secretary and man- 
ager, Herbert Buckman; treas- 
urer, J. C. Trace. 


The association now has the 


largest membership in its history, | 


Buckman said. 


On Wednesday all dealers in the 
city met at the Hollenden hotel 
to discuss two important matters, 
a labor agreement which is being 
considered with the mechanics’ 
union and improvement in the 


standards of car financing in 


Cuyahoga county. 


Members of the Cleveland Motor 
Finance Assn. will join the deal- 
ers in discussing financing stan- 
dards. 


The new board of representa- 
tives is made up of dealers han- 


Each group elects its representa- 
tives to the board which now is 
composed of the following: C. A. 
Bailey, Roy Kenney, Arthur Haas, 
George Dorner, Ivan Brownlee, 
Ernest Dowd, Mark H. Zettle- 
meyer, Edward DeMooy, Birkett 
L. Williams, Edward Latimer, 
Charles J. Lenz, P. R. Ward, John 
Voelker, H. K. Levering, W. J. 
Michael, J. C. Trace, A. L. En- 
glander, Walter Gockel and S. F. 
Selby. 





dling every line of cars sold here. | 





Used Car Index 


The average used car 
prices, taken from the Used 
Car Selling Prices chart 
appearing in ADN’s Pink 
Sheet weekly, shows the 
following for weeks ended: 

High Low 
2 $500 


April 9 499 

The average prices cover 
all makes and models, from 
all cities listed in ADN’s 


chart. 


Frederick L. Miller 


| 


Mar. 
March Pos. 
Chevrolet | 
Ford 
Plymouth 
Buick 
SE io Ve 40666 00evees 
Pontiac 
Oldsmobile 
Chrysler 
Packard 
Hudson 
De Soto 
Studebaker 
Nash 
Cadillac-LaSalle 
Lincoln 
Willys 


~ 
HK ODNAATR whe 


BRIDGEPORT, Conn.—Frederick | Graham 
L. Mills, 61, president-treasurer of | Hupp 


the F. 
Pierce-Arrow dealership, and one of 
Connecticut’s pioneer dealers, died 
Apr. 15 after a long illness. 
entered the automobile business in 
1903 after having sold bicycles. Mr. 
Mills was vice-president of the 
Bridgeport Coach Lace Co., maker 
of automobile fabrics. 


32 STATES FOR MARCH, 1938-1937 


*Includes 32 States for March, plus 48 States for February. 
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L. Mills Co., Studebaker and | Pierce-Arrow 
| Miscellaneous 


ADN Production 


Fstimate 


Labor difficul- 
ties beset car 
and truck pro- 
duction in the 
last stages of 
this week and 
cut the total 
from an esti- 
mated 66,580 
units to slight- 
ly over the 
64,000 mark, 
which com- 
pares with a 
revised total 
of 64,328 last 
week and 134,- 
662 in the same 
period a year 
ago. As result 
of the body 
tieup at Buick, 
General Mo- 
tors’ figure de- 
clined to about 
23,000 while 
Chrysler and 
Ford divisions 
both held 
fairly even at 
15,400 and 16,- 
030 units, re- 
spectively. 
Packard, with 
1,200 units, 
again held the 
lead among in- 
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Philadelphia Car 
Sales in March 


| Top Feb. by 33% 


PHILADELPHIA.—(UTPS)— 
March figures, released by the 
Philadelphia Automobile Trade 
Assn., show retail sales of new 
automobiles here totalled 2,045 
units, a gain of 33.8 per cent over 
the 1,528 deliveries in February. 

The month’s deliveries this year 
were 53.5 per cent behind the 
record-breaking total of 4,398 in 
March, last year. 

Sales in Philadelphia for the 
first three months of the year 
were 5,299, compared with 10,102 
in the corresponding period last 
year, a decline of 4,812, or 47.6 
per cent. 

In the first five months of the 
1938 model season, November 
through March, new car sales in 
this city totaled 11,496, compared 
with 18,322 of the 1937 model sea- 
son, a decrease of 6,826, or 37.3 
per cent. 


Guide in 5th Edition 


CHICAGO.—Service Man’s Guide 
to Automotive Lubrication has now 
gone into its fifth edition, a total 
printing of well over 25,000, and 
radical improvements have been made 
in the new edition. 
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33 STATES FOR MARCH, 1938-1937 


Complete cumulative figures appear each week 
York, Ohio, Oklahoma, Tennessee, Texas, Verm 
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BOATS MUST 
“GO UPHILL” 


NICKEL STEELS STAND UP 


In marine service, mechanical 
working parts must withstand 
effects comparable to an auto- 
mobile always climbing uphill. 
Marine parts must be made of 
sterner stuff to take you there and 
bring you back—without swim- 
mine. High-grade materials are 
doubly important in marine 
equipment. Snow & Petrelli 
Manufacturing Company manu- 
facture a line of marine engine 
reverse gear units specified as 
standard equipment by more than 
57 boat and engine builders. U 
to a few years ago when Snow 

Petrelli used non-nickel bearing 
alloy steels, service failures were 
a serious problem. This led to 
an exhaustive research program 
which culminated in the adoption 
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Street Hesitates as Congress Debates Taxes 


ADN’s Averages 
Little Affected by 


Price Fluctuation 


By C. J. Alexander 
Wall St. Correspondent, ADN 


NEW YORK.—The squabble in 
congress over tax relief for busi- 
ness brought hesitation into the 
stock markets during the past 
week. This time, however, the 
automotive shares withstood the 
onslaught of selling in good shape 
and closed the week covered by 
the ADN averages virtually un- 
changed from the week preceding. 


Not having given as much 
ground in the “sell offs” as other 
industrial issues, the motors 
naturally failed to show as much 
Strength in the rallies. This 
seemed to indicate a continuation 
of the watchful waiting attitude 
as far as the auto:otive issues 
were concerned. 


Wall Street hasn’t yet made up 
its mind about the probable 1938 
results, production and sales, of 
the motor vehicle industry. It 
wants to believe this fall will see 
a rather sharp pickup with the 
introduction of new models but it 
is concerned over prospective pur- 
chasing power of the buying 
public. 


It is well known that once the 
buying of automobiles starts, the 
tremendous backlog of “worn 
out” vehicles still on the highways 
will be a strong sales factor. But 
it also is realized that before this 
potential replacement demand can 


Goodrich Weighs 
Decentralization; 


Loss Is Reported 


NEW YORK.—Further decen- 
tralization of the B. F. Goodrich 
Co. plants in Akron is a “distinct 
possibility,” S. B. Robertson, presi- 
dent, declared at the annual meet- 
ing of stockholders here Tuesday. 


Negotiations with the rubber 
workers union in the hope of ob- 
taining an adjustment to put the 
company’s wage rate in line with 
competitors outside of Akron is 
still in progress, however, Rob- 
ertson said. 


The annual report to stockhold- 
ers showed a loss carried to sur- 
plus of $878,580 for 1937, com- 
pared with a net profit of $7,319,- 
507 in 1936. 


Robertson said the loss in large 
measure was caused by cancella- 
tion of a contract with the Atlas 
Tire Supply Co., necessitated by 
provisions of the Robinson-Pat- 
man Act. 





Yellow Truck Reports 
°37 Net of $3,500,000 


DETROIT. — Yellow Truck & 
Coach Mfg. Co. reports 1937 net 
income of $3,571,669, after all 
charges. This compares with in- 
come of $5,089,024 during 1936, a 
decrease of 29.8 per cent. 


Net sales for the year amounted 
to $73,451,555, as compared with 
$59,426,329 for 1936. Unit sales 
totaled 58,875, compared with 39,- 
373 units for 1936. In other words, 
units sales were up 49.5 per cent, 
while dollar sales advanced only 
23.6 per cent. 


Directors Renamed 

CANTON, O.—Directors re-elected 
for the following year at a meeting 
of common stockholders of the Tim- 
ken-Detroit Axle Co. here have been 
announced as follows: H. H. Tim- 
ken and Austin Lynch, Canton; W. 
R. Timken, New York; Willard F. 
Rockwell, Pittsburgh, and H. W. 
Alden, Walter F. Rockwell and R. 
J. Goldie, all of Detroit. 


ADN’s Almanac, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desireu. 








#e———  -- -- 


be realized buying power must 
turn upward. 

One happy note, in the eyes of 
Wall Street, is the improvement 
believed entirely likely to follow 
the administration's spending pro- 
gram. Particularly, it is believed, 
will this be felt in the used 
car market. In the past, heavy 
government expenditures have 
brought increased buying of used 
motor vehicles by the lower in- 
come groups who profit by public 
works expenditures — particularly 
expenditures aimed directly at re- 
lief of the unemployment problem. 

With such a pump-priming pro- 
gram coming in the spring and 
summer, the effect on automobile 
sales would be even more notice- 
able. It might go far toward 
clearing the floors of dealers, it is 
pointed out here, of used car 
stocks in time to put. them in 
good shape to go to work on the 
new models in the fall. 


This is the Wall Street view of 
the current situation and until 
congress decides what it is going 
to do with the President’s pro- 
posed spending program, there 
probably won’t be much activity 
in automobile securities. 

The ADWN stock price averages 
for the latest week compared as 
follows with the preceding week 
and a year ago: 

Last 
Week 
eovcccce 20:70 
21.05 


This 

Week Change 
20.74 -+4-0.04 
21.06 -+0.01 


Year 
Ago 
46.21 
47.16 


24 Motors 
10 Car-truck co’s.. 
10 Parts-acessories. 16.90 17.09 .19 39.10 
4 Tire-rubbers ... 15.95 16.14 19 46.23 

Wall Street this week paid close 
attention to the labor disturb- 
ances in the automobile industry 
but was not inclined to attach a 
great deal of importance to them. 


Twin Coach Earnings 
Hit $21,389 in Quarter 


KENT, O.—The Twin Coach Co. 
here reports for the quarter ended 
Mar. 31, net profit of $21,389 after 
depreciation and normal federal 
income taxes, equal to five cents 
a share on 472,500 shares of com- 
mon stock. 

This compares with net profit 
of $166,224, or the equivalent of 35 
cents a share in March quarter 
last year. 





Last Minute Wall Street Wires 


New York, Friday, April 22 (3:45 p.m.)—General Motors and 
U. S. Steel were included among the leaders in a moder- 
ately active buying upswing here today, with gains 
running from $1 to $5 a share for the leaders. Business 
recovery talk became more apparent. 


Transportation Plan Draws 
Attention ot Truck Interests 


Special to Automotive Daily News 


WASHINGTON.—Motor truck- 
ing interests are watching closely 
the reaction of congress to the 
proposal of the special interstate 
commerce commission commit- 
tee, headed by Walter M. W. 
Splawn, chairman, recommending 
establishment of a Federal Trans- 
portation Authority to determine 
means for improving all forms of 
transportation. 

The long-term program pro- 
posed would seriously affect motor 
carriers and water carriers as 
well as the railroads, which are 
importuning Washington to help 
solve their financial problems. 

The proposed Authority would 
be “directed to investigate the 
relative economy, and fitness in 
other respects, of rail carriers, 
motor carriers, and water car- 


Bethlehem Defers 
Meeting to May 5 


NEW YORK. — The adjourned 
annual stockholders meeting of 
the Bethlehem Steel Corp., sched- 
uled for April 21, will be post- 
poned until May 5, it was an- 
nounced Tuesday. 

The meeting has been called to 
consider proposed changes in the 
management stock ownership 
plan, which has been opposed by 
several minority stockholders. 


riers ...in order that the use of 
each may be encouraged for pur- 
poses for which they are specially 
fitted, and discouraged for pur- 
poses for which they are not well 
fitted.” Further, the authority 
would be directed to “promote 
joint and co-operative use” be- 
tween the three modes of trans- 
portation “with a view to abating 
wasteful and destructive compe- 
tition.” 

The committee points out that 
the Motor Carrier Act of 1935 
does not empower the ICC to es- 
tablish through routes and joint 
rates between rail and motor car- 
riers. “Our bill,” the report con- 
tinues, “gives the commission 
such power in acting upon a peti- 
tion from the Authority. The bill 
does not, however, dispense with 
the need for securing all neces- 
sary authority, as required by the 
Motor Carrier Act, for new motor 
carrier operations or for railroad 
acquisitions of existing motor 
carriers,” 


Burd’s Piston Ring 


ROCKFORD, Ill—A new piston 
ring, to be known as the “Super Hi- 
Speed” ring, is announced by the 
Burd Piston Ring Co. Of the “seg- 
ment” or “sectional” type, the new 
product consists of two narrow steel 
rings separated by a complete cast 
iron vil ring with an inner-spring. 
Each unit is said to embody new 
departures in design and function. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, APRIL 22, 1938 
(Furnished by Wm. O. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


American Chain 
Auburn Auto 

Bendix Aviation 
Bethlehem Steel 
Bohn A. & B. 


Budd Mfg. Co., E. G. .. 


Chrysler 
Clark Equipment 


Cleveland Gr. Br. ....... 


Collins & Aikman 
Commercial Credit 
Commercial Inv. T. (2) 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
Diamond T Truck 

Du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 


Federal Motor 
Firestone T. & R 
General Electric 
General Motors 


eS Serre 


Goodyear T. & R. . 
Graham-Paige 


ene eee re 


Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 

Hupp Motor 
International Harvester 
Johns-Manville 


1938 
High 


4 
6% 
15%, 
42 
21% 
245% 
29 
22% 
21% 
14 
7¥ 
1242 
1642 
5 
3 
203% 
16¥g 
4 


Last Sale 
Apr. 22 Apr. 14 


41%, 
19% 


1514 
11% 
7% 
4, 
1512 
13% 
481 
235/, 
35Y, 
1097, 
134 


Kelsey-Hayes W. 
Kelsey-Hayes W. B 

Lee Rubber & Tire 
Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 

Marlin Rockwell 
Midland Steel 

Motor Products 

Motor Wheel 

Murray Corp. ....--e+eseeeeeee 
Nash-Kelvinator 


Last Sale 


NEW YORK Apr. 22 Apr. 14 


4, 
12% 
287, 
16 


Packard 


Republic Steel Corp. 
Socony-Vacuum 
Sparks-Withington 

Spicer Mig. ......0ccsccccccees 1 
Stewart-Warner 
Studebaker 

Thermoid Co. 

Thompson Products 
Timken-Detroit Axle 
Timken Roller Bearing 
U. S. Industrial Alcohol 
U. S. Rubber 
Westinghouse E. & M. 
White Motors 


3 Willys-Overland 


15g 
187 


1% 
14% 
28/2 
11% 
27’, 
29 

14% 

5% 


Yellow Truck 
Young Spring & Wire 


CHICAGO 


Pee Be oc bas se enrens ves 
Bendix Aviation 

Borg-Warner 

Houdaille-Hershey B 

ee ora nn -aikag palarae 
Perfect Circle 

Pines Winterfront 

Woodall Industries 


DETROIT 


U.S. Rubber Votes 
New Wage Terms 


For Pres. Davis 


JERSEY CITY.—A new em- 
ployment contract for F. B. Davis, 
chairman and president of the 
United States Rubber Co., calling 
for an annual salary of $150,000 
over the next six years and a 
pension of $75,000 yearly follow- 
ing his retirement, was approved 
here Tuesday by stockholders. 


The new salary compares with 
$225,000 which Davis would have 
received in 1938 under continua- 
tion of a previous agreement. He 
waived participation in the com- 
pany’s profit-sharing plan. 

William De. Krafft, vice-presi- 
dent and chairman of the finance 
committee, told shareholders he 
hoped the company would “at 
least break even” on profits in the 
first quarter. 


Volume of business in the first 
three months ran at the rate of 
about $120,000,000 annually, he 
said. 


Operations in tires are about at 
50 per cent of capacity. 


Quarter Income 
Of $4,446,000 Is 
Reported by CCC 


BALTIMORE.—Consolidated net 
income of Commercial Credit Co. 
for quarter ended Mar. 31 was 
$4,446,239, compared with $4,792,- 
743 for the first quarter of 1937. 
Net income available for divi- 
dends after all charges except 
surtax, was $2,863,457, against $3,- 
312,008 for the same period last 
year. 

This is equal to $1.48 a share on 
common, against $1.72 on common 
in the first quarter of 1937. Pre- 
ferred dividends took $129,569. 


Gross volume during the period 
was $127,190,506, compared with 
$236,727,678 for the like 1937 pe- 
riod; while gross volume for 
March was $52,756,346, against 
$84,619,132 for March, 1937. 


Stewart-Warner 
Suit Dismissed 


FREEPORT, Ill.—The Stewart- 
Warner Corp.’s $5,000,000 damage 
suit against the Liberty Foun- 
dries of Rockford, Ill., has been 
dismissed in federal court here. 
Settlement out of court was re- 
ported. 

Stewart-Warner had charged 
that Liberty Foundries circulated 
literature injurious to a Stewart- 
Warner product, a car heater. 
Liberty also manufactures a type 
of car heater. 


ICC to Investigate 


Trucking in Midwest 


WASHINGTON.—The interstate 
commerce commission this week 
laid the groundwork for an in- 
vestigation into motor trucking 
rates and practices in mid-west- 
ern territory. Hearings will start 
at the Sherman hotel, Chicago, 
Apr. 25, in the second probe of 
this kind initiated by the ICC in 
recent weeks. 


Truck lines subject to the new 
inquiry include all those operating 
between points in Illinois, Indiana, 
Michigan, Ohio and Wisconsin 
and points in Iowa, Kentucky, 
Missouri, New York, Pennsyl- 
vania and West Virginia. 


Steel Rate Sags 


NEW YORK.—tThe operating rate 
of steel companies was 32.4 per cent 
of capacity for the week ending 
Apr. 23, compared with 32.7 per 
cent a week ago, 33.7 per cent one 
month ago and 91.3 per cent one 
year ago, according to the American 
Iron & Steel Institute. 
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Chris 
Sinsabaugh 


(Continued-from Page 1) 


ler is reported to have told the 
President that “if any 
solve our problems, it 
Ford.” 


will be 


* * * 


MOVING OUT of the job as 
vice-president and general sales 
manager of Graham-Paige which 
he has held for the past 10 years, 


several other propositions, any 
one of which will keep him in the 
automobile industry. Cutting the 
ties that bind was a _ voluntary 


‘Roosevelt Seeks 


Ford Viewpoint 
On Stabilization 


(Continued from Page 1) 
»to industry, with the borrowed 
money to be used to employ men, 
and has. suggested frequently 
that the treasury lend money 
without interest to employers in 
order to increase jobs. 

Means of stabilizing of produc- 
tion, however, will probably key- 
note the discussion. Ford, it is 
reported has been working on a 
plan which would guarantee a 
definite annual income for em- 
Production would be 
spread over a 12-month period 
and new models would appear 
designated by all 
manufacturers. 

That the application of some 
plan of this sort to cover the en- 
tire industry will be thoroughly 


discussed was indicated in Capi- 


'tol Hill chatter this week when 


it was declared that Chrysler and 
General Motors had suggested to 
the President that he seek a con- 
ference with Ford. Walter P. 
Chrysler was reported as advis- 


fing Roosevelt that “if any man 


can solve the automobile indus- 
try’s probléms, it will be Ford.” 

It is believed that in addition 
to seeking Ford’s views on what 
the federal government should do 
to accelerate the recovery of 
business and industry, the Presi- 
dent will ask his ideas about solv- 
ing the used car problem. This is 
held likely because of the Ford 
company’s recent resumption of 
its junking operations in the De- 
troit area and the fact that to 
Roosevelt have been submitted 
numerous opinions that removal 
of large numbers of antiquated 
cars from the highways will not 
only create the badly needed 
market for newer ones but also 
advance the cause of safety. 

Ford did not make specific com- 
ment on his conference at the 
White House, but in an interview 
with the Associated Press said 
that he wanted to meet the Presi- 
dent “as an old friend.” 

“I want to give the President a 
chance to look at somebody who 
doesn’t want anything,” he said. 


ak kk kkk 


Hospitality in the tradition of “'T. RB.” 


T the Roosevelt you may live 

quietly in an atmosphere of 

thoughtful friendliness, or enter- 
tain as the occasion demands. 


/ 


oe 
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Orrin Tucker and Or- 
chestra nightly in Grill. 
Dine ‘neath the Hendrik 
Hudson Room's noted 
Wyeth murals. 


THE 


1;ROOSEVELT 


Bernam G. Hines, Managing Director 


Madison Ave. at 45th St., 
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man can) 


|over Paige-Detroit 


| action on his part and he leaves 


the Grahams with the best of 
feelings on both sides. 

Young in years, this man Valpey 
has to his credit a 
with the automobile business that 
has existed. since 1914. Coming 
out of National Cash Register, the 


: : ; |} same training school which pro- 
Russ Valpey now is considering | 


duced the late Hugh Chalmers 
vice-president in charge of sales, 
Valpey started as a factory repre- 
sentative of Willys-Overland 
the New York district. Trucks 
attracted him and he started sell- 
ing commercial vehicles with his 
own name over the door. This 
training served him well, for it 
brought him into contact with the 
Grahams at the time they were 
tied up with Dodge’s commercial 
vehicle activities. Valpey was 
made assistant general sales man- 
ager of the Dodge truck depart- 
ment in 1926 and two years later, 
when the Graham brothers took 
and made it 
Graham-Paige he followed them. 
That was in 1928 and since then 
till now he has been the com- 
pany’s general sales ‘manager. 


Penna. Tightens 
Regulations on 





Car Inspections 


HARRISBURG, Pa. (UTPS).— 
Mechanically unsafe motor ve- 
hicles will be detected and re- 
moved from the highways unless 
repaired within 72 hours, Secre- 
tary of Revenue J. Griffith Board- 
man said Thursday in announcing 
a new procedure for inspection of 
motor vehicles. 

‘The new regulations are in- 
tended to secure complete com- 
pliance with the Pennsylvania 
law which requires that every 
registered motor vehicle be sub- 
mitted for an inspection of its 
safety factors at the semi-annual 
inspection periods. 

The revised program will also 
discourage the practice of some 
car owners who have taken their 
cars to one inspection station 
after another in the hope of find- 
ing one that would be lenient 
enough to overlook any defects 
that may have been detected by 
a previous inspector. 

Heart of the new system will be 
a new reporting procedure which 
will keep the department in- 
formed as to which cars have 
been inspected and approved, 
which cars have been inspected 
and rejected, and which cars have 
not been submitted for inspection. 


Car Division Reopened 


PORTLAND, Ore—The new auto- 
motive division of Sunset Electric 
Co. has reopened under the manage- 
ment of its new owners, Tracey & 
Co., Ine. 
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You may live simply or enter- 
tain at the Roosevelt in an atmos- 
phere as traditionally hospitable 
as that of the great ‘‘T.R.”’ 
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Cocktail in any of half-a- 
dozengay,intimate spots. 


Red Cap service under- 
ground directly from 
Grand Central. 


New York 
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and Richard H. Grant, now GM | 
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Radio-Powered 


Cars Predicted 
NEW YORK. — Automo- 
biles running on electrical 
energy transmitted by 
ethereal waves were pre- 
dicted here before the 
Greater New York Safety 
Council by William A. Van 
Duzer, traffic director for 
the District of Columbia. 
The cars will have three 
wheels, permitting 90-degree 
turns; sharp blades that 
may be dropped to the 
pavement to prevent skid- 
ding, and photoelectric cells 
to prevent running red 
lights and to control speed, 
Van Duxer predicted. 


Wash. Car Testing 


‘Program Moves 


Into Full Swing 


SEATTLE.—tThe state highway 
department has just purchased 
safety testing equipment for sta- 
tions in Spokane, Tacoma, Wenat- 
chee, Yakima and Vancouver, 
Wash., marking the first definite 
steps outside of Seattle to bring 
periodic inspection of the 500,000 
motor vehicles registered within 
the state, to every corner of this 
domain, as provided by the law 
passed at the last session of the 
legislature. 

One and two-lane stations will 
be established in these cities. 
From one to three portable safety 
lanes will operate out of them, 
to bring inspection conveniently 
to every motorist. 

This is an elaborate program 
and will set the pace for western 
states. A sizable amount is in- 
volved in the purchase of the 
Weaver Mfg. Co. equipment, 
Ballou & Wright, northwest dis- 
tributors, including heavy duty 
brake testers, alignment indica- 
tors and photo-electric cell head- 
light testers. 

Sites are being purchased and 
in order to avoid delay “flight 
strips” of concrete will be laid 
first, with the equipment to be 
installed during the next few 
weeks, as it arrives from the fac- 
tory. Later the buildings will be 
erected over the concrete ways, 
with canvas coverings to be used 
in the meantime. This will facili- 
tate checking of the cars through- 
out the state promptly, as block 
numbers are called. 


The state law requires one in- 
spection per year, or oftener if so 
ordered. No fee is charged. 


Doyle Repeats 
As Top Salesman 


LANSING. — A _ bumper -to- 
bumper line of cars one and one- 
half miles in length represents 
the 1937 auto- 
mobile sales of 
Walter J. Doyle, 
39, ace sales- 
man of the 
Oldsmobile  or- 
ganization who 
has gained that 
honor for the 
second succes- 
sive year. 
wt Doyle, who 

- - sells for S. J. 
W. J. Doyle McNeilly, Inc., 
Brookline, Mass., was honored re- 
cently at a meeting of leading 
Oldsmobile salesmen in Boston. 
During 1937 he sold 228 new Olds- 
mobile sixes and eights, in addi- 
tion to 239 used cars, the com- 
bined dollar value of the 467 cars 


exceeding $200,000. Doyle, a war| 


veteran, has been selling automo- 
biles for 15 years, Oldsmobiles for 
eight. 


@A New Name and a New 


Viewpoint in Appearance) 
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ON A TOUR PUBLICIZING the annual 500-Mile Indianapolis race, 
A. W. (Al) Rickenbacker, brother of Capt. Eddie Rickenbacker, is 
using this Hudson 112 on his trip through 20 states. He hopes to com- 
plete his trip in time to arrive at Indianapolis in time for the qualify- 


ing runs starting May 15. 


March Used Car Sales Up 


Over Feb. Tn San Antonio 


Special to Automotive Daily News 

SAN ANTONIO, Tex. — While 
used car sales during the month 
of March, as reported by the 20 
members of the San Antonio 
Automobile Trade Assn., showed a 
substantial gain over those for 
February, stocks on hand give 
strong indication that conditions 
are not as healthy as_ they 
might be. 

On Feb. 28, reports showed that 
there were 1,533 cars on hand in 
the lots of dealer-members, that 
1,345 were sold during the month 
of March, representing a _ turn- 
over of 88 per cent, compared 
with a turnover of 67 per cent 
during February. Total value of 
the cars sold during March was 
$383,849. The turnover value was 
83 per cent, against 61 per cent 
for February. 


Average value of the cars sold 
during March was $285, compar- 
able with $270 for February. Deal- 
ers reported 1,558 cars on hand at 
the end of the month, for a total 
value of $478,252, an average value 
of $306, against an average value 
in February of $305. 

Comparison figures show that 
in February there were a total of 
1,012 cars sold, representing a 
stock turnover of 67 per cent, for 
a total value of $273,551, and a 
turnover value of 61 per cent. 
Average value of the cars sold 
during February was $270. There 
were 1,511 cars on hand at the 
end of the month, having a total 
valuation of $466,892, and an aver- 
age unit value of $305. 

During March, 1937, statistics 
show that 1,506 cars were sold, 
for a unit turnover of 95 per cent, 
and a total valuation of $400,404. 
Turnover value was 99 per cent, 
and the average value of the cars 
sold was $266. There were 1,598 





cars on hand at the end of the 
month for a total valuation of 
$414,277, and a unit value of $259. 

During March, 1936, 1,315 cars 
were sold for a unit turnover of 
112 per cent. Total valuation of 
the cars sold was $320,808 for a 
turnover value of 112 per cent. 
The average value of the cars 
sold was $244. There were 1,281 
cars on hand at the end of the 
month having a total valuation of 
$328,696 and a unit value of $256. 


Lincoln Dealers 


Stage Colorful 
Sports Parade 


DETROIT.—A _ spring. sports 
parade, preceding the opening 
baseball game here, was staged 
Friday by Michigan and Northern 
Ohio Lincoln and Lincoln-Zephyr 
dealers. More than 150 new mod- 
els in spring colors were paraded 
through the downtown district 
prior to a driveaway. 

The dealers were guests of the 
Ford Motor Co. at the game and 
at a dinner in the evening. 


B. C. Licenses Up 


VANCOUVER, B. C.—British Co- 
lumbians purchased and _ licensed 
12,667 new automobiles in the li- 
cense year of 1937-38, one-fifth more 
than in the previous year. More 
than 10 per cent of the cars licensed 
were bought within the year. Regis- 
tration reached an all-time record 
of 114,528 vehicles, roughly one for 
every seven persons in the province, 
and there were 154,647 people li- 
censed to drive them. 


3000 ROOMS 
WITH BATH 


OTTO K. EITEL 
Managing Director 


STEVENS 


CHICAGO 
“AMERICA’S GRAND HOTEL” 
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Shaded areas on the map above indicate the 20 districts in 
New York in which Buick sales are best. These districts 


represent peaks in The New York Times circulation, too. 


uick Sales Are Massed in New York 


In The Times Best Circulation Areas 


HE successful hunter constantly seeks a 
yee where game is plentiful. The skill- 
ful angler searches for a stream where fish 
abound. Wise automobile advertisers in New 
York concentrate on the neighborhoods 
where most new-car buyers live. 

Finding new-car prospects in New York is 
easy. Sales figures are available for each of the 
city’s 114 districts. With this information, the 
automotive executive can readily plan his 
advertising to fit the pattern of actual sales 
opportunity, focusing effort on areas where 
customers are plentiful. 

Buick’s sales in New York in 1937 clearly 
point out this principle of concentration and 
its important corollary — that automobile 
manufacturers best reach their customers 
through the advertising columns of The New 
York Times. For example: 


* * In the 20 best districts Cout of 114 in the 

city), Buick made 47% of its 1937 sales. 
(The circulation of The Times in these 20 
districts is 92% greater than that of the 


next automotive linage medium for 1937.) 


* & 43% of all Buick 80-90 models sold in 
New York last year were bought by families 
living in just 10 districts. 
(The circulation of The Times in these 10 
districts is more than double that of the 
next automotive linage medium for 1937.) 


* * In Manhattan, where over $3,500,000 
worth of Buicks were sold last year, 34% of 
the Buick sales were made in two out of the 
borough’s 24 districts. 
(In these two districts, in which 50,629 
families live, The Times circulation 
reaches 78% of the families.) 


What is true of the market for Buick is true 
of the market for all makes. Wherever new-car 
buyers are to be found in greatest numbers, the cir- 
culation of The New York Times rises to a peak. 
Thorough, economical, The Times advertis- 
ing columns are the key to successful auto- 
mobile selling in New York. 

The leader in automotive advertising, The 
Times has entered its 20th consecutive year 
of supremacy in total advertising in New 
York. Many advertisers in all fields single out 
The Times for extra schedules because extra 
cultivation of The Times market means 
greater sales and greater profits. 


One of a series of advertisements analyzing the New York 
automobile marker, section by section. The New York Times 
advertising representatives will supply interested executives 
with full details, by districts and by individual makes of car. 


The New York Cimes 
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